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Pinchot Cuts Off 
McCulloch’s Head; 
Appoints Barfod 
Insurance Circles Stirred by Penn- 


sylvania Governor’s  Treat- 
ment of Commissioner 


WITH DEPARTMENT 40 YEARS 











New Commissioner Has Made Rec- 
ord Fighting Blue Sky 
Financial Propositions 





Disregarding the more than four dec- 
ades of public service given to the State 
of Pennsylvania by Samuel McCulloch, 
Insurance Commissioner, Governor Gif- 
ford Pinchot has decapitated him with 
a slur but without explanation of his 
reasons therefor and has appointed as 
his successor Einar Barfod. 

The new commissioner is a most capa- 
ble person, a former reporter and an 
enemy of “blue sky” financial operators, 
having done fine work as deputy secre- 
tary of banking in charge of the State 
of Pennsylvania Securities Bureau. 

The Pittsburgh Financial Crash 

Among insurance men there is a_ be- 
lief that the crash of the Carnegie Trust 
Co, in Pittsburgh and the investigation 
of the Southern Surety in connection 
therewith had something to do with the 
resignation. The Governor did not like 
the way the Department handled the 
affair and there was an investigation, but 
it did not amount to much. 

The only story at all illuminating 
printed in Philadelphia papers relative 
to the change is that in the “Philadel- 
phia Record” of last Sunday morning. 
In a dispatch from Harrisburg, that pa- 
per said: 

Governor Acts 

Harrisburg, Aug. 14—Governor Pin- 
chot today named Einar Barfod, State 
Insurance Commissioner to succeed 
Samuel W. McCulloch, whose resigna- 
tion was forwarded to the Governor yes- 
terday at the latter’s request, effective 
Monday. The Barfod appointment was 
entirely unexpected and caused a sen- 
sation on Capitol Hill. 

Barfod has been in charge of the State 
Securities Bureau, holding the title of a 
deputy secretary of banking since the in- 
ception of the bureau in 1923. His 
achievements in exposing crooked stock 
promoters and keeping them from regis- 
tration under the “Blue Sky” law are 
said to be considered by Governor Pin- 
chot as the high spot of his administra- 
tion. 

The reason for the Governor’s dis- 
missal of McCulloch, a veteran who has 
been in the service of the Insurance De- 
partment since 1883, and the appoint- 
ment of Barfod is shrouded in mystery. 
Governor Pinchot explained his request 
for McCulloch's resignation as due to 
McCulloch’s failure to conduct his de- 
partment along efficient lines. 

Lauds His Appointee 

Sei ; ? 

‘Einar Barfod,” said the Governor in 
announcing the appointment today, “is 
one of the most fearless and effective 
public servants I have ever known in 

(Continued on Page 20) 




















PHOENIX 


Assurance Company, Ltd. 
of London 
100 William Street, New York 





A corporation which has stood the test 
of time! 144 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
123 William Street, New York 
































HERE’S WHY 


Recently we asked a successful Equitable Life of Iowa agent what 
one thing about the company was the most helpful to him in his work. 
His reply was, “The Company’s conservative business policy.” He said, 
“Conservatism has given the Equitable Life of Iowa a national reputa- 
tion for absolute stability and has made possible the outstanding accom- 
plishments that have made it preeminently a quality Company.” 


The Equitable Life of Iowa takes pride in holding this esteem of its 
agents and welcomes new agents of high caliber who will appreciate the 
integrity and soundness of this institution. 


EQUITABLE LIFE 
INSURANCE COMPANY 
OF IOWA 


FOUNDED 1867 

















A Hearty Welcome! 


The great City of Philadelphia is host to the Nation during these months 
of celebration of the one hundred and fiftieth anniversary of the signing of 
the Declaration of Independence, and it is commemorating that momentous 
event by a Sesqui-Centennial Exposition of notable character, which is the 
historical successor of the Centennial Exposition of 1876. 


The Home Office of the PENN MurTuat is on famous Independence Square 
in Philadelphia, facing Independence Hall, where the Declaration was signed 
and where hung, and now reposes, the sacred Liberty Bell. We have a 
hearty welcome for life underwriters who are visitors to Philadelphia during 
these festival months. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 














Life Offices 
Management Ass’n 
| Important Body 


Organized in 1924 at Fort Wayne, 
Ind., It Now Has 120 
Companies 


TO HOLD CHICAGO MEETING 


Many Interesting Subjects Sched- 
uled for Discussion § at 
Convention Next Month 





The Life Office Management Associa- 
tion, one of the newest in the business, 
as it was organized only in the fall of 
1924, has already assumed a place among 
the important life insurance associations. 
It was conceived with the idea of serv- 
ing as a medium for establishing a closer 
acquaintance and relationship between 
representatives of legal reserve life in- 
surance companies interested in the 
problems of home office organization and 
administration and to encourage and 
make possible a free exchange of ideas 
relating thereto. 

The Life Office Management Associa- 
tion will hold its 1926 annual conference 
at the Edgewater Beach Hotel, Chicago, 
September 30 and October 1. The 1926 
conference should be an unusually in- 
teresting one as the subjects to be dis- 
cussed are of pertinent concern to all 
home office executives. The conference 
will consist of principal addresses and 
open discussional meetings. Those 
members who have prepared papers and 
who will lead the discussional groups 
have spent several months in accumulat- 
ing the subject matter to be presented. 

F. B. Mead Was First President 

Franklin B. Mead, vice-president of 
the Lincoln National Life, was the first 
president of the association which was 
formed in Fort Wayne, Ind. The pres- 
ent officers and directors follow: Dr. 
Henry W. Cook, Northwestern National, 
president; J. G. Parker, Imperial Life of 
Canada, vice-president; Frank L. Row- 
land, Lincoln National, secretary; R. BF. 
Tull, Fidelity Mutual Life, treasurer. Di- 
rectors: Harold F. Larkin, Connecticut 
Mutual; Roy M. Jones, Atlantic Life; 
Franklin B. Mead, Lincoln National. 

At the Chicago Conference applica- 
tions of non-members to attend will be 
acted upon. 

The organization at the present time 
consists of representatives of about 120 
companies, including practically all the 
more important life insurance companies 
of the United Statés and Canada. 

The Program 

The program of the conference fol- 
lows: 

September 30 

Conference called to order by Presi- 
dent Henry Wireman Cook, Vice Presi- 
dent and Medical Director of the North- 
western National Life Insurance Com- 
pany. Presidential address. “The Pres- 
ent State of the Art of Office Manage- 
ment,” by W. F. Leffingwell, President, 
The Leffingwell-Ream Co., New York 

(Continued. 01 Page 9) 
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BROADCAST NO. 38 











NON-MEDICAL 


1.—Policyholders of the Attna Life Insurance Company 
who, within two years, have been examined and 
issued standard in this Company (excluding 
those already carrying our full limit) may be 


written additional insurance up to ten thousand 
dollars. 


2.—The Company reserves the right to call for an ex- 
amination in any case, but the AXtna has in the 
past freely accepted on a non-medical basis de- 
sirable business coming within the above class. 


3.—Such medical applications may be written for any 
plan excepting certain forms of term, and up 
to and including age 60. 


4.—We will furnish you with the names of your own 
AXtna policyholders from month to month who 
come within the two year limit if you file with 
us a written request to do so. 


5.—You can write your old policyholders easily under 
this Non-Medical plan, and every time you ex- 
amine a new risk for the Autna you are laying 


the groundwork for very profitable Non-Medi- 
cal business within two years. 


HART & EUBANK, General Agents 


AETNA LIFE INSURANCE COMPANY 


100 WILLIAM STREET 
NEW YORK 


“IT PAYS TO HAVE AN ACCOUNT IN THE AETNA” 
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S. S. Voshell Has Been 
In Insurance 46 Years 


BROOKLYN MANAGER’S CAREER 








Does Ten Times the Volume With 60 
Men He Did Years Ago 
With 140 Agents 





One of the veterans of the insurance 
business in Brooklyn is Samuel 5S. Vo- 
shell, agency manager for the Metropoli- 
tan Life, No. 6 Third Avenue, Brooklyn. 
Mr. Voshell has been in the insurance 
business continuously for the last forty- 
six years, having started with the John 
Hancock Mutual Life in 1880. 

Mr. Voshell has only made two or 
three changes during his entire career. 
He joined the John Hancock in Phila- 
delphia in 1880. In Sept., 1882, he became 
agent for the John Hancock in New 
Haven, Conn. Later he went to Boston 
as superintendent of the office there. 


Joins the Metropolitan Life 


In July, Mr. Voshell went with th¢ 
Metropolitan Life as superintendent of 
its Brooklyn office at 89 Montague 
Street. Speaking to a representative of 
The Eastern Underwriter about the 
companys business at this period, he 
said: “When | came to Brooklyn the 
Metropolitan Life’s weekly income prob- 
ably was not in excess of $20,000 from 
all of its Brooklyn agencies; now it is 
about $300,000 weekly. When I started 
in Brooklyn as superintendent a good 
many years ago | had 140 men. ‘Today 
| have only 60 men, or half the original 
number, and we do ten times as much 
business as we did then. At that time 
the Metropolitan had but three man- 
agers throughout all of Brooklyn; now 
there are thirty-three managers which 
shows the astonishing growth of the 
business in this borough.” 

When asked to what he attributed the 
increased amount of business despite a 
smaller staff, Mr. Voshell said he be- 
lieved the reason was that the public 
has been thoroughly educated to the ne- 
cessity for life insurance and that it is 
therefore easier to sell than it was in 
the old days. The splendid advertising 
of some of the larger companies has 
also helped a great deal in the educa- 
tional campaign, he declared. 

Mr. Voshell has had many years’ ex- 
perience in the handling of salesmen, 
and has himself had a fine record in the 
field of salesmanship. He believes that 
the two principal qualifications of a good 
insurance salesman are ambition and 
persistency, and that one must not put 
money above every other consideration. 


Value He Puts on Friendship 


“T did not come into this business with 
the idea that | was going to make a lot 
of money out of it,” he said. “In fact, 
the friendships that I have made have 
meant more to me than any financial 
returns | may have had. One must 
think first of service to others in the 
insurance business, and the other things 
will follow in due course of time.” 

Speaking of his experience with sales- 
men, Mr. Voshell said that the success- 
ful management of men depends to a 
large extent upon a person’s ability to 
read human nature and to get the most 
out of the men. 

Mr. Voshell is a former president of 
the Life Underwriters’ Association of 
New York. He is also an ex-president 
of the Metropolitan Territory Managers’ 
Association. This association has a mem- 
bership of about 80. 

Mr. Voshell has two sons, S. Howard 
Voshell, the famous tennis player, and 
Walter L. Voshell, both of whom have 


peeing successful in the field of salesman- 
ship. 


Son a Famous Tennis Player 

S. Howard Voshell is known from 
coast to coast as one of the five leading 
tennis players of America. He has prob- 
ably won more tournaments in New 
York State than any other player. He 
won the Forest Hill Tournament title 
for three successive years up to 1925. 
This year he decided not to enter the 
matches so as to give others an oppor- 


tunity to try for the honors. A few 
weeks ago he took part in a big tourna- 
ment at Southampton, Long Island. Re- 
cently he played at Sea Bright, New 
Jersey, in a tournament. 

Young Voshell has struggled for mas- 
tery on the courts against such formid- 
able rivals as the great Tilden and the 
speedy Vincent Richards. This Spring 
he took part in the Southeastern Cham- 
pionship contests at Jacksonville, Fla., 
playing in competition with such men as 
Richards, Tilden, Lang, Hunter and Jack 
McKay. He vanquished McKay in a no- 
table game of this series of matches. He 
also played a strong game, teamed with 
Harada, against Tilden and Chapin. 
Tilden and Chapin triumphed, however, 
by terrific playing in the fourth set. 

Voshell seems to have followed in his 
father’s footsteps, for he also is in the 
insurance business. He is in business 
for himself at No. 6 Third Avenue and 
specializes in automobile insurance, al- 
though he also writes some accident, 
health and fire business. 

He, too, has been successful in éhe 
insurance business, as Vincent Richards 
and other athletes have been. 

Samuel S. Voshell manages to play 
golf and he says it keeps him in good 
shape. He plays, for the most part, at 
the Lido Golf,Club at Long Beach, L. J. 
He is a member of the Crescent Club 
of Brooklyn and the Brooklyn Chamber 
of Commerce. 





LARGE INCREASE FOR JULY 


The Equitable Life of lowa has an- 
nounced that $2,094,783 or 32.3 per cent. 
of all paid-for business for the year to 
date has been written on old policy- 
holders. The leading agency in busi- 
ness from old policyholders during July 
was Philadelphia with $255,000 reported 
from this source. E. G. Bisch of the 
Dayton agency was the leading personal 
producer from old policyholders with 


057,000 out of his total production of $62,- 
000 coming from old policy holders. 
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Life Conservation Service \f 


CANADIAN PROMOTIONS 





Metropolitan Life Makes Many Changes 
—F. J. Spence, Toronto Agent, Made 
Assistant Manager at Ottawa 
The Metropolitan Life have made a 
number of promotions during the past 
month in their Canadian offices. One 
of the most important promotions was 
that of Frederick J. Spence, who was 
agent of the Toronto office and is now 
assistant manager of the Ottawa office. 
Other promotions include Joseph A. 
Duchesne, application inspector in Cana- 
dian territory, who has been appointed 
assistant manager in the Laurier district 
of Qeubec; Wilfred K. La Flamme, as- 
sistant. manager at Quebec, has been 
made manager of the Timmins, Ontario, 
office; J. Pierre Demers, agent at Que- 
bec, has been appointed manager at 
Quebec; Gilbert H. Hart, agent at St. 
John, New Brunswick, has been promot- 
ed to assistant manager of the St. John 
office, and George William Babcock, 
formerly assistant manager at Verdun, 
Montreal, is now general assistant man- 

ager in the Canadian territory. 

Rk. N. Kinsman, who has been assist- 
ant manager of the Ottawa office for a 
number of years, has been promoted to 
the general assistant managership of the 
Canadian territory and M. B. Hufman, 
general agent at Calgary, Alberta, has 
been made assistant manager at Regina, 
Saskatchewan. 


J. C. SMITH DROWNS 


J. Carlton Smith, agent at Richmond 
for the Metropolitan Life for several 
years, was drowned last week at St. 
Augustine in a futile attempt to save 
two camp fire girls in the surf there. 
He had rescued three girls before he 
went to the aid of those who lost their 
lives. His body was taken to Queen 
Anne, Md., for burial. Mr. Smith left 


the service of the Metropolitan at Rich- 
mond last year to go into the real estate 
Florida. 
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“CONTROL” |% 


Rules for Safe Driving 


The Best Booklet we have seen for automobile nv 
drivers and owners fy 


ey 
Gives an incentive to Road Courtesy and a SN 
Fair Attitude toward the Other Fellow 7" 


iN If you own or drive a car, and would be inter- |f% 
+) ested to have a copy of the booklet “Control” 
you may have one by addressing the Inquiry 


LiFe INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
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Jefferson Standard 
Announces Changes 


MAKE THREE NEW MANAGERS 





Open Two New Branch Offices—Receive 
License to Do Business in 
Minnesota 
In order to take care of the increas- 
ing business in the western part of 
North Carolina, the Jefferson Standard 
has opened a branch office in Asheville. 
I. H. Gantt, formerly manager at Gas- 
tonia, N. C., will be in charge of the 
new office, and Miss Ella Martha Glas- 
brenner cashier. Mr. Gantt’s territory 
comprises eighteen counties in the heart 
of “The Land of the Sky,” one of the 
famous scenic spots in America, which is 
at present having a remarkable growth 
and development. The opening of an 
office in Asheville brings the total num- 
ber of branch offices operated by the 
Jefferson Standard in North Carolina up 

to seven, 

A branch office has also been opened 
at Albuquerque, N. M., with Dr. Doug- 
las B. Wood as manager, and Miss Gail 
Strahan as cashier. The territory oper- 
ated by this office will consist of New 
Mexico and Arizona. 

Two new managers have been ap- 
pointed by the Jefferson Standard for 
its branch office at Baltimore, Robert A. 
Coxeter and Joseph Rudolph. Miss A. 
FE. Manning is cashier. The offices are 
located at 1009 and 1010 Keyser build- 
ing. All regular branch office functions 
will be served by this office for the en- 
tire State of Maryland. 

W. Lester Brooks has been appointed 
manager of the Charlotte, N. C., branch 
office of the Jefferson Standard. Mr. 
Brooks was formerly cashier of this of- 
fice, but devoted most of his time to per- 
sonal production. He entered that select 
class of million dollar producers last 
year when he paid for $1,150,000. Mr. 

3rooks succeeds the late Thomas S. 
Franklin, who before his death was one 
of the largest producers in the south 
as well as head of one of the largest 
agencies in the south. P. B. Wilkes, 
Jr., formerly assistant cashier of the 
Charlotte agency, will be cashier to suc- 
ceed Mr. Brooks. 

I). KE. Buckner, of the Jefferson Stand- 
ard actuarial staff, has just completed 
examinations leading to the degree of 
associate of the Actuarial Society of 
America. Immediately upon receipt of 
the announcement of his admission as 
an associate into the society, Mr. Buck- 
ner was appointed assistant actuary of 
the Jefferson Standard. Mr. Buckner 
has accomplished this in three years 
since he came with the Jefferson Stand- 
ard in June, 1923. He was without any 
previous actuarial or insurance experi- 
ence and owes his rapid advancement to 
the keen delight he takes in his work 
and the diligence with which he pursues 
all actuarial problems. 

Alvin T. Haley has been appointed 
sales promotion manager of the Jeffer- 
son Standard to succeed John R. Atwell, 
who resigned last March to enter the 
real estate business in western North 
California. Mr. Haley was formerly a 
district manager for the Jefferson Stand- 
ard in eastern North Carolina, but was 
more recently a supervisor for the 
Equitable Life Assurance Society under 
the Raleigh, N. C., branch office. : 

The Jefferson Standard has been li- 
censed to do business in Minnesota and 
has already started operations in that 
State. Mr. H. E. Moen, formerly mana- 
ger for the Jefferson Standard at Okla- 
homa City, has been appointed manager 
for the entire State. Mr. Moen formerly 





lived in Minnesota and is thoroughly 
familiar with conditions there. e 


branch office will be located in the Ba- 
ker Building in Minnesota. 
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be is a great satisfaction 
to know that wherever your 
clients may tour in the 
United States or Canada, 
they are always within easy 
reach of a Travelers repre- 
sentative who is prepared 
to give them the very 
same “thoughtful and con- 
siderate service’ that Mr. 
Meeker so greatly appre- 
ciated. 


What We Mean By “Travelers Service” 


“It was my misfortune to have an automobile 
accident in Greensboro, North Carolina, when re- 
turning from a Florida trip recently’? writes Burton 
C. Meeker of Meeker’s Business Institute at El- 
mira, N. Y., to Fred C. Tomlinson, Travelers Rep- 
resentative at Elmira. 


“T telegraphed my office at Elmira, New York, 
Monday morning, February 1, at 9:30, and asked 
them to notify you as my Automobile Casualty 
Policy was with your company. About 6:00 P.M., 
the same day, your representative called upon me 
at my hotel in Greensboro, having driven there 
from his office in Charlotte, North Carolina. When 
one considers that the information was telegraphed 
from Charlotte to Elmira, to Syracuse, New York, 


and to Charlotte, North Carolina, and that your 
representative motored from Charlotte to Greens- 
boro, all in a space of less than nine hours, it was a 
remarkable exhibition of service. 


“After going through the nerve-racking ordeal 
of an automobile collision, far from home and 
among strangers, you can imagine my relief in 
having your company assume so promptly the 
responsibility of all details of the accident. It was 
a thoughtful and courteous service, not covered by 
your insurance policy. 


“I am writing to express my sincere appreciation 
to you and the representatives of your company in 
Syracuse, New York, and Charlotte, North Caro- 
lina. Will you please forward enclosed copies of 
this letter to the other offices?”’ 


THE TRAVELERS 


THe Trave cers INsuRANCE COMPANY 


LIFE 7 
Hartford, 


COMPENSATION, 


ACCIDENT 


NaBILITY, 


HEALTH, 


AUTOMOBILE STEAM BOILER, 


THe TRAVELERS INDEMNITY COMPANY 


F, BUTLER, PRESIDENT 


GROUP, 


THe TrAvecers Fire INsurANCE COMPANY 
FIRE 


Connecticut WINDSTORM 


BURGLARY, PLATE GLASS, AIRCRAFT, MACHINERY, INLAND MARINE 
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Hartford Companies 
Own N. Y. Bank Stocks 


THREE COMPANIES’ HOLDINGS 





Aetna Life, Travelers and Hartford Fire; 
Former Owns Shares in Eighteen 


Of These Banks 





According to the “Financial Digest” of 
New York and Hartford several Hart- 
ford companies are extensive owners of 
stocks in New York City banks. Three 
companies, the Aetna Life, Travelers 
and Hartford Fire, together owned on 
January 1, 1926, New York bank shares 
to the value of $2,500,700 at par and 
$15,906,029 at the market. The “Finan- 
cial Digest” gives this information in an 
article discussing the attractiveness of 
New York bank shares. 

The Aetna Life list follows: 











At 
Bank At Par Market 
Bankers’ Trust ....... $50,000 $305,000 
EG 2), a 2 57,500 322,500 
Brooklyn Trust ...... 17,500 = 157,325 
Central Union ........ 50,000 = 457,500 
Chemical National .... 30,000 219,000 
Corn Exchange ...... 40,000 234,000 
Equitable ............ 35,000 104,650 
Farmers’ Loan ....... 50,000 285,000 
First National ....... 12,500 373,500 
Os in a ae 15,500 174,220 
Irving-Columbia ...... 10,000 35,100 
National City ........ 62,500 369,375 
National Park ........ 50,000 260,000 
Nat’l. Bank of Com... 60,000 221,400 
UD a. 60,000 330,000 
Seaboard National ... 70,000 485,800 
Title Guarantee ...... 24,800 170,624 
ES Gs: ae 10,000 190,300 
1G | a eee $705,300 $4,695,294 
' The Travelers list follows: 
At 
Bank At Par Market 
American Exchange... $200,000 $958,000 
‘Bankers’ Trust ....... 100,000 610,000 
Central Union ........ 77,500 709,125 
Chase National ....... 250,000 1,437,500 
Farmers’ Loan ....... 100,00! 570,000 
First National ....... 12,500 = 373,500 
Guaranty "REUSE 2. ses 250,000 932,500 
Irving-Columbia ...... 50,000 = 175,500 
Nat'l Bank of Com... 12,500 46,125 
Me Ss TeStickiccecés 100,000 550,000 
PRCRGAL Csieesgben ee $1,152,500 $6, 362.26 260 
, This is the Hartford Fire list: 
At 
Bank At Par Market 
American Exchange... $26,000 $124,540 
Bank of N. Y......... 15.000 94.500 
Bankers’ Trust ....... 80,000 488,000 
Brooklyn Trust ...... 10,000 89,900 
Central Union ....... 25,000 228,750 
Chemical National ... 10,000 73,000 
Corn Exchange ...... 25,400 148,590 
Equitable Trust ..... 60,000 179,400 
Farmers’ WOON cise ees 80,000 456,000 
First National ....... 37,500 1,120,500 
Guaranty Trust ...... 10,000. 37,300 
Hanover National 41,700 467,708 
Irving-Columbia ..... 5,000 87,750 
*Manhattan OOS 6p 30,000 145,200 
Nat'l Bank of Com... 62,500 230,625 
National Park ....... 20,000 104,200 
eS ere 40,000 220,000 
Seaboard National. . 4800 33,312 
Title Guarantee ...... 20,000 137,600 
fe eee 20,000 380,600 
LLC SS a $642,900 $4,848,475 


Connecticut General 
To Have Housewarming 
IN HARTFORD, SEPTEMBER 21-25 


Field Force To Be Taken Through 
Company’s Handsome New Home; 
Business Sessions, Too 








Several hundred members of the field - 


force of the: Connecticut General Life 
will attend the company’s. housewarm;7 
ing convention to be held in Hartford 
September 21 to 25. 

The social program will open with an 
informal reception and dance in the as- 
sembly hall of the new building Tuesday 


evening. 
Business meetings — will be held 
Wednesday morning and ‘Thursday 


morning and afternoon. At the Wednes- 
day morning meeting the new building 
will be formally turned over to the com- 
pany by James Gambel Rogers, archi- 
tect, and Marc Eidlitz, building contrac- 
tor, and President Robert W. Hunting- 
ton will accept it for the company. 

The business meetings will include 
talks by Dr. S. S. Huebner and Dr. C 
T. Rockwell as well as by officers and 
agents of the company. A feature of 
the Thursday morning meeting will be 
the presenting of prizes to agents who 
qualified for awards in the company’s 
recent campaign for new accident and 
health business. 

The social events will include the re- 
ception Tuesday, an automobile sight- 
seeing trip around Hartford, golf at the 
Hartford, Golf Club and an, entertain- 
ment undet the auspices of the Connec- 
ticut General Club on Wednesday. 
Thursday afternoon agents will attend 
a baseball game between the Connecti- 
cut General and Connecticut Mutual 
teams. The convention dinner and a 
dance will be given Thursday night. 

The last day of the convention will be 


given up to an outing in New London, - 


which will include a luncheon at Red- 
bank, a boat ride, golf at Shennecosset 
and a clamabke at Redbank. 





RALPH HOLTERHOFF RESIGNS 


In order to devote his entire time to 
his large personal clientele, Ralph Hol- 
terhoff, general agent for the State Mu- 
tual at Cincinnati, has resigned that po- 
sition. He has been with the company 
as general agent for sixteen years. The 
members of the agency tendered him a 
luncheon, and as a token of apprecia- 
tion for all Mr. Holterhoff had done for 
them, presented him with a handsome 
wrist watch, with: best wishes for his 
prosperity in his new association with 
them. 





TWO NEW GROUP POLICIES 

The Richmond Grocery and Ullman 
Brothers, affiliated firms of Richmond, 
Va., have taken out group insurance for 
the protection of their employes totaling 
$55,000. The policy has been taken on 
the co-operative plan with the Metropol- 
itan Life, with a total protection of $1,000 
for each employe in the main classifica- 
tion, 





MADE GENERAL AGENT 


The George Washington Life of 
Charleston, W. Va., announces the ap- 
pointmént of James M. Sconyers of 
Claxton, Ga., as general agent, report- 
ing direct to the home office. Mr. Scon- 
yers is widely acquainted in his part 


, of the state and has had wide experi- 


ence in the insurance business. 











Who would like 


Triangle 7560 











Do you know a man 


Disability with his Life Insurance? 
Write it in the Aetna. 
Call 
GRAHAM and LUTHER 


176 Montague Street 
General Agents Brooklyn and Long Island 


AETNA LIFE INSURANCE COMPANY 


“A POLICY FOR EVERY NEED” 


























velous growth. 








MENU 


Producing 50% Increase 


Continental men are again showing a 50% increase in paid 
for business over the previous year. 
Our leaflet entitled, MENU, gives the secret of this mar- 


Continental men grow big and strong, and their policy- 
holders have that satisfied look. 
MENU you quickly will understand why. 


Do you want to build a big agency? 


Write for our MENU 
James P. Sullivan, Agency Director 


Continental Life Insurance Co. 


ST. LOUIS 
Edmund P. Melson, President 




















When you read our 


J. DeWitt Mills, Secretary 











NEW RULING 


State Mutual Life’s Three Methods of 
Paying Excess Interest Under 
An Option 

The following paragraph from the 
Educational Course explains in a_ brief 
way our previous practice in regard to 
excess interest under Option C settle- 
ments: 

“Option C is, of course, easily under- 
stood so far as the excess interest is 
concerned. At the end of each settle- 
ment year a certain amount of excess 
interest has been earned on the princi- 
pal amount. It will be paid in a lump 
sum at that time or may be distributed 
during the year following on the same 
basis as the regular interest payments 
which may, for instance, be on a month- 
ly basis.” 

As indicated above, there have previ- 
ously been two methods of paying ex- 
cess interest of Option C settlements: in 
a lump sum at the end of each policy 
year, or distributed during the year after 
which the excess interest was earned. 

As pointed out in the article, “Interest 
on: Option C Settlements” a third meth- 
od of paying the excess interest has 
now been provided. By this new method 
the excess interest may be distributed 
during the year in which it is earned on 
the same basis.as the guaranteed instal- 
a for that’year. For instance, under 
an Option C settlement with the guar- 
anteed interest payable monthly it is 
now possible to have the excess interest 
discounted and paid monthly during the 
first year. Under this method, if our 


OFF TO A FLYING START 





New Jersey Agency of Aetna Life Turns 
in $400,000 Paid-for in 2 Weeks; 
Plans Expansion 

Thomas M. Searles, new general agent 
of the Aetna Life in New Jersey, is off 
to a flying start. In the first two weeks 
of August the agency turned in a paid- 
for volume of more than $400,000 in spite 
of the fact that August is a vacation 
month, and expects to easily go beyond 
the half million mark by the end of the 
month. 

The agency is also meeting with suc- 
cess in its Friday night meetings for 
agents and brokers who are interested. 
At the first meeting of this kind in Au- 
gust there were only five present but 
under the stimulus of William A. Noltie, 
assistant general agent, this number has 
jumped up to about 15 or 20 and when 
the class gets going in the fall, Mr. Nol- 
tie expects as many as . 

Within the near future the agency will 
expand its present quarters so as to give 
more room for a larger and more vigor- 
ous life agency under Mr. Searles’ man- 
agement. 








interest remains at the present rate of 
4 8/10, the total payments would be the 
same during the first year as during 
subsequent years. 

It is suggested that you make a note 
of this change in your copy of the edu- 
cational course. 
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THE MANHATTAN LIFE 
INSURANCE COMPANY 
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W. C. Flynn of St. Louis 
Drowned in Michigan 


WAS GEN’L AGENT IN ST. LOUIS 





Massachusetts Mutual Man a Leading 
Citizen and Unusually Popular in 
Insurance Fraternity 





Warren F, Flynn, general agent of the 
Massachusetts Mutual of St. Louis, one 
of the most popular agency managers 
in the United States, was drowned while 
bathing in Grand Haven, Mich., on ‘Tues- 
day ot this week. At the time of his 
death, Mr. Flynn was president of the 
General Agents’ Association of the Mas- 
sachusetts Mutual and had _ previously 
been president of the Agency Associa- 
tion. He had been with that company 
fifteen years, starting in Indianapolis and 
then going to St. Louis. 

Mr. Flynn began his insurance career 
as an agent with the Northwestern Mu- 
tual Lite in the Fisher general agency 
of the company in St. Louis. He was 
forty-two years old and had two chil- 
dren, one of whom is a boy fifteen years 
old. 

When news of Mr. Flynn’s death 
reached the home office of the Massa- 
chusetts Mutual everyone was greatly 
shocked because of the many friends he 
had there and his high standing with the 
company. 

Mr. tlynn was several times mayor of 
University City, a St. Louis suburb. 
During the past year he was chairman of 
the Community Chest Drive, and during 
the war was one of the leaders in Lib- 
erty Loan campaigns. 


SWIFT & CO. INSURANCE 

Swift & Co. have arranged with the 
Aetna Life for group life insurance pro- 
tection for their employees who are 
members of the Swift & Co. Employees 
Senefit Association, 

There are at present over thirty-four 
thousand members of the Association eli- 
gible to purchase life insurance through 
this plan. The amount of insurance for 
which each employee is eligible is based 
upon salary and it is estimated that the 
total amount of insurance which will be 
involved under this plan will be in excess 
of fifty millions. 

This insurance was placed through the 
agency of S. T. Whatley, general agent 
for the Aetna Life at Chicago, and was 
arranged for through the firm of Rollins, 
Burdick, Hunter Co. 








THEODORE WOLD ON BOARD 
The high quality of the personnel of 
the board of directors of Northwestern 
National Life has been maintained in the 
selection of Theodore Wold to fill the 
vacancy created by the recent death of 
James A. Latta. Mr. Wold, who was 
formerly governor of the Federal Re- 
serve Bank for the Ninth District at 
Minneapolis, is vice-president of the 
Northwestern National Bank of Minne- 
apolis, and a member of the Advisory 
Council of the Federal Reserve Board 
at Washington. He was also elected to 
membership on the executive and finance 
—* of the Northwestern National 
ife, 





PAPER IN NEW DRESS 
“The American Agency Bulletin” has 
changed its type display, now appearing 
ma new and more attractive dress. 


John Hancock Adds 
To Maximum Limits 


LARGEST LINE WILL BE $300,000 





This Includes Reinsurance and Is For 
Masculine Ages From 25 to 50 
Years, Inclusive 





The John Hancock Mutual Life has 
just completed additional arrangements 
for reinsurance which will enable it to 
increase the maximum limits that it will 
write on an individual risk. Below is 
given the maximum amounts of insur- 
ance that the company will write, in- 
cluding reinsurance, on an individual life 
at the various ages, and a table show- 
ing the amounts that the company will 
retain without reinsurance: 


Male Applicants 
Gross Limits 


(Including 

Reinsurance) 
ES ROIS WEE ecowevcadaes $37,500 
20 16) ZF IGE ics csecsens ces 275,000 
25 tO SE IGE cs ocicecccevens 300,000 
SY tO) SO ihc cee nwrees 275,000 
So Arcee IMENSS, cee Seko ween 150,000 
OO 10 G8 INEb. 5 ok cea dines 75,000 


Of the gross limits there may be car- 
ried on five and ten year term, $75,000 
ages 20 to 24, inclusive; $150,000, ages 
25 to 54, inclusive; $75,000, ages 55 to 
60, inclusive. 





HARRY GARDINER BACK 





Had Successful Operation For Appendi- 
citis; Agency Showing Increase Over 
Last Year’s Results 

Harry Gardiner, general agent of the 
John Hancock Mutual Life at New York, 
is back at his office following a success- 
ful operation for appendicitis which he 
underwent six weeks ago. His friends 
will be glad to know that the affliction 
which hampered his general activities 
has been left behind him and they may 
expect to see him attacking vigorously 
the job of putting the John Hancock 
Agency up among the leaders in New 
York City. He has always been an in- 
defatigable worker. 

Mr. Gardiner’s Agency paid for $1,- 
029,500 for the month of July, bringing 
his total for the first seven months to 
$5,171,000, which is an increase of $1,20Z,- 
000 over the corresponding period of last 
year. 





W. W. ARCHER ABROAD 


W. W. Archer, who for many years 
was editor of the publications of the 
Life Insurance Company of Virginia, but 
who retired last year, is in Europe, ac- 
companied by his wife. They will be 
joined by their youngest son, Ned, who 
is studying art abroad. 





“GEORGE DANN” MONTH 


August in the home office agency of 
the Security Mutual Life is known as 
the “George Dann” month, for the rea- 
son that Mr. Dann is usually absent 
from his office the greater part of the 
month. The field men of the agency 
always make an effort to make a good 
showing for “George” and it is expected 
that this August will surpass any others 
in the past. 














AN INVESTMENT IN HAPPINESS 


—is a connection with the 


Philadelphia Life Insurance Company 


Joy comes from: 

1. Having the Thing That Will Sell—we have a great variety of policy 
contracts with very liberal features. 

2. Home Office Co-operation. You'll get it. Every help to help you sell. 

3. A Lifetime Connection. Agents have been with us 10, 15 and 20 years. 


111 No. Broad Street, Philadelphia, Pa. 


A. M. HOPKINS, Manager of Agencies | 








INCREASE IN INSURANCE 





Nearly 10 Per Cent. More New Life Ins. 
7 Months of 1926 Than Same 
Period 1925 


According to an announcement made 
by the Association of Life Presidents, 
new life insurance production during the 
first seven months of 1926 was 9.8 per 
cent. greater than for the same period 
of 1925, and July 1926 shows a 6.2 per 
cent. gain over the same month of a 
year ago. The announcement also shows 
the records of new life insurance pro- 
duction, exclusive of revivals, increases 
and individual additions, of 45 members 
which have 81 per cent. of the total life 
insurance outstanding in all U. S. legal 
reserve companies. 

For the seven-month period, the new 
business of all classes written by these 
45 companies was $6,010,000,000 during 
the same period of 1925. New Ordinary 
insurance amounted to $4,623,000,000 
against $4,341,000,000—a gain of 6.5 per 
cent. Industrial amounted to $1,479,000,- 
000 against $1,314,000,000—an increase of 
12.6 per cent. Group was $496,000,000 
against $354,000,000—an increase of 40.0 
per cent. For the month of July, the 
total new insurance was $931,000,000 
against $877,000,000 during the same 
month of 1925. 





AGENT MAY SHARE FORTUNE 

J. Chambers Bristow, general agent at 
Richmond, Va., for the Home Life of 
New York, has visions of getting a slice 
of the $300,000,000 estate of Mark Hop- 
kins, late California gold miner, hard- 
ware merchant and railroad magnate, 
who was a native North Californian, if 
a petition to have the original distribu- 
tion of the huge estate set aside is main- 
tained. He is numbered among some 
125 persons who are laying claim to the 
fortune on the ground that the estate 
was not distributed in accordance with 
provisions of Hopkins’s will. In looking 
up his family tree, Mr. Bristow found 
that his mother, Elizabeth Chambers, 
native of Person County, N. C., was a 
kinswoman of Hopkins, her great great 
grandfather, Moses Hopkins, having been 
Mark Hopkins’s mother’s father. 





AGENTS FORM CLICO CLUB 

The Clico Club is the latest one to be 
formed in the city of Denver, Colo. 
Spelled “out,” it means Capitol Life In- 
surance Co. Only those who sold as 
much as $100,000 last year were eligible. 
The charter membership was thirty-five. 
H. C. Price, Montrose, Colo., president; 
W. T. Young, Albuquerque, N. Mex., 
vice-president; A. B. Copeland, Denver, 
secretary- -treasurer. W. T. Callahan, 
St. Louis, Mo., and A. B. Friedman, Rap- 


id City, S. ‘Dak., directors. The pur- 
pose 1s giving recognition to the star 
performers and an incentive to make 


Stars out of all the boys. 





TO COVER LONG ISLAND 

J. P. Graham, of Graham & Luther, 
general agents of the Aetna Life for 
Brooklyn and Long Island, has been 
recently looking over Long Island 
points with a view to developing a com- 
pact agency organization to cover the 
whole territory. Their present plans 
call for agents in the following towns: 
Easthampton, Bridgehampton, River- 
head, Patchogue, Bayshore, Babylon, 
Huntington, Oyster Bay, Glen Cove, 
Freeport, Mineola, Great Neck and 
Jamaica. 














Back of 
NORTHWESTERN 
NATIONAL 


A Strong Board 


HE name of Pillsbury is 
so closely linked with 
Minneapolis and the progress 
of this great milling center 
that it is very proper that the 
Northwestern National Life 
should have a representative 
of that family and the milling 
industry on its Board of 
Directors. A. F. Pillsbury is 
treasurer of the Pillsbury 
Flour Mills Company. He is 
a member of the board of 
directors of the Twin City 
Rapid Transit Company, the 
First National Bank of Min- 
neapolis, the Minneapolis 
Trust Company, and_ the 
Farmers and Mechanics Sav- 
ings Bank. He was born in 
Minneapolis in 1869, and has 
been connected with the Pills- 
bury Flour Mills and other 
Pillsbury interests throughout 
his entire business career. He 
has been a director of North- 
western National Life since 
1924. 
This is 
series of 


‘ 


Number 
nine advertise- 
ments on the Board of 
Directors of Northwestern 
National Life. Each mem- 
ber has been eminently suc- 
cessful in business, and each 
is in close touch with the 
affairs of the Company and 
takes an active part in its 
management, 


of a 








NORTHWESTERN 
NATIONAL LIFE 


) Wy f) 0) 27-4 (O) ON CLO 
0.J. Arnold, Pres. 
Minneapolis 

















FIRM as the 








RUGGED COAST of MAINE 


Enduring—Substantial—Dependable, 
England conservatism, and too, “ 
ness with,” whether as Agent or Applicant. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 


with New 
easy to do busi- 
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WHAT OF THE FUTURE? 


The Equitable Life Assurance Society has openings for agents all over the United 
States—not for those who are representing other Companies, but young men who 
have had some business experience but who may know nothing as yet about life in- 
surance. 


The Equitable is ready to negotiate with such men because they have nothing 
to unlearn about life insurance; and in order that their training from the very start 
may be in accordance with Equitable ideals. 


And the Equitable gives those who are commissioned to represent it in the field 
a training that enables them to render good service to the public, and at the same time 
earn liberal incomes for themselves. 


The successful man must be a master of his trade, and the Equitable makes pro- 
fessional life underwriters of those who are willing to learn. 


Its Managers at central points are charged with the duty of guiding and instruct- 
ing them; each one is given the privilege of studying a Correspondence Course which 
is regarded as more complete and effective than any course heretofore promulgated; 
expert teachers are constantly traveling over the United States gathering the agents 
together at central points for intensive training. 


There is an Equitable Policy for every insurance need, and the Society supplies 
its agents with all useful tools for their work, sending them attractive illustrated 
booklets, canvassing documents of various kinds, and striking advertising forms. 


The name Equitable is a household word in every community. Life insurance 
is a necessity and the demand for it is constant. With such a company back of them, 
young men of integrity, intelligence, and industry can be sure of a prosperous 
career. 


Are you in a position that yields support but offers no definite prospect of future 
success and advancement? If so, you will find it worth while to discover what the 
Equitable can offer, and what opportunities can be given to enable you to establish a 
high reputation, and if you are prudent build up a substantial fortune. 








“THE EQUITABLE LIFE ASSURANCE 
SOCIETY OF THE UNITED STATES 
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Practical Suggestions to Helpthe Man With the Rate 
Book Increase His Income and General Efficiency 


The Fidelity Mutual 
Fidelity Mutual Life answers a number 


Answers of questions asked by 
Questions its agents in a recent 
issue of its agency 

publication. They refer to dividends, 


lapses, payment of premiums and other 
topics of interest. The questions and 
answers follow: 

()—What is the agent’s responsibility 
when a policy on a monthly premium 
basis lapses before the payment of the 
first three monthly premiums ? 

A.—The agent is liable for the medical 
examination fee and for the cost (at 
Short Term rates) of the protection ac- 
tually furnished unless the net amount 
received by the Company has been suffi- 
cient to cover these costs. 

Q.—Does Fidelity pay a dividend cov- 
ering the fractional part of the policy 
year preceding death of the insured? 

A—yYes, where the policy has been in 
force at least a year, unless it is in the 
extended insurance class at the date of 
death. 


Q.—Can a loan be made without the 
consent of an irrevocable beneficiary ? 











HOW ABOUT IT? 


Can you afford to give your wife com- 
forts only when you can share them? 

Can you afford to spend all you do on 
your living now and take a chance on 
your widow’s having to live on the in- 
terest from what may be left? 

Can you afford to leave that all where 
inefficient or careless advisors or chang- 
ing conditions may wipe it out and leave 
her penniless ? 

Can you afford luxuries today if they 
mean she must earn her own living to- 
morrow, after years of domestic duties 
have preyed upon her strength and re- 
duced her commercial value ? 

Can you afford to take from your chil- 
dren their mother’s care, that she may 
be free to work, in order to provide 
them with the necessities of life ? 

Can you afford to deny your children 
that education which ever grows more 
essential, or can you afford to cast upon 
them that double burden of earning as 
they strive to learn? 

Can you afford even to live if your 
earning powers become crippled by acci- 
dent or weakened by disease, or when 
they are lessened by time itself, as some 
day thy surely will be? 

Can you afford to shift to other shoul- 
ders that responsibility which should 
rest upon your own? 

Can You Afford It?—The Radiator. 





A.—Fcr_ the 
miums only. 


purpose of paying pre- 

Q.—Should the agent take any action 
if the examiner dies or moves to another 
locality ? 

A.—Yes, 
diately. 

Q.—Should he take any action when 
additional information is requested from 
the examiner? 

A.—Yes, make every endeavor to ar- 
range promptly for an appointment be- 
tween the applicant and the examiner. 

Q—What is the Company’s responsi- 
bility in cases of policy assignments ? 

A.—Assignments must be made in du- 
plicate on forms provided by the Com- 
pany. They are‘not binding upon the 
Company until filed with the Company at 
its head office, and the Company as- 
sumes no responsibility for the validity 
in any case. 

Q.—What should be done when a pol- 
icy is lost or destroyed ? 

A.—Send written notice to the head of- 
fice. An affidavit form will then be 
sent for execution and also a form for 
making bond to indemnify the Company. 
On receipt of satisfactorily executed af- 
fidavit and bond the Company will issue 
a duplicate policy. 


notify the Company imme- 





ADVERTISING CONFERENCE 

Elaborate arrangements are being 
made for the Insurance Advertising Con- 
ference which will be held in Detroit, 
Mich., October 18 and 19. The part that 
the advertising department must play in 
building up more efficient salesmanship 
among its agents will be clearly defined. 
C. E. Rickerd, advertising manager of 
the Standard Accident, will be chairman 
of the program committee and his theme 
for the meeting will be “Helping Our 
Agents Produce More Business.” 





Management Association 
(Continued from Page 1) 


City. Appointment of committees by 
President and general conference no- 
tices. “Application of Office Machinery 


to Home Office Clerical Routine (includ- 
ing plans for duplicating Annual State- 
ment).” Contributions to this discus- 
sion, covering the various standard types 
of office equipment and their uses in 
Home Offices, will be made by several 
members. 

“Retirement and Pension 
Life Insurance Companies.” 


Plans for 
Chairman, 














The Columbian Nitional Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 
Policies backed by one of the very strongest companies in the country, having ample 
capital, surplus and highest standard of reserves. 
Exceptional opportunity is offered to salesmen of 
character and ability. Communicate at once with 
Agency Depariment, 77 Franklin Street, Boston. 











J. G. Parker, Actuary, The Imperial Life 
Assurance Company of Canada. Discus- 
sion led by H. H. Allen, Assistant Secre- 
tary, the Mutual Benefit Life Insurance 
Company. “Organization, Operation and 
Control of a Stenographic and Typing 


Department Including Correspondence 
Supervision.” Chairman, F. L. Rowland, 
The Lincoln National Life Insurance 


Company. Discussion led by H. C. Pen- 
nicke, Manager Planning and Personnel, 
American Central Life Insurance Com- 
pany. 

October. 1 

Franklin B. Mead, Vice 
President, The Lincoln National Life In- 
surance Company. “Anticipating and 
Measuring Home Office Operating Costs 
(Budget Control)”. By Henry Bruere, 
Third Vice President, The Metropolitan 
Life. “Organization and Administration 
of Central Filing Department Including 
a Consideration of the Subject ‘Destruc- 
tion of Records.” By Elbert D. Mur- 
phy, Assistant Secretary, New York Life 
Insurance Company. “Routine for the 
Collection of Past Due Premiums from 
Agents.” Chairman, J. Stewart Hale, 
Actuary, Northwestern National Life In- 
surance Company. Discussion led by E. 
J. Stoker, Office Manager, Pilot Life In- 
surance Company. “Plans for Home Of- 
fice Operation which have Proven Un- 
successful.” Chairman, Roy M. Jones, 
Secretary, Atlantic Life Insurance Com- 
pany. Discussion led by Paul F. Bour- 
scheidt, Assistant Secretary, Peoria Life 
Insurance Company. 


Chairman, 


October 2 
Recreational Activities, Visits to Home 
Offices of Chicago Members, Sight-See- 
ing trips, ete., will be planned for those 
intending to stay over Saturday. 





| hoe 
| Advertisements 
| Are Built 


By GILBERT P. FARRAR 


| Shows just how ads are planned and 

| then put into type or pictures. Fully 
| illustrated. Price 3.5U. By mail, $3.65. 
|D. APPLETON AND COMPANY 
| 35 West 32d Street, New York 
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AGENTS WANTED 


for an established live-wire New 
Jersey State Agency of an old-line 
life insurance company; liberal con- 
tract, leads and assistance given; 
give full particulars in absolute con- 
fidence. Address: 

Box 1045 


THE EASTERN UNDERWRITER 
86 Fulton Street, New York, N. Y. 























- Life Insurance Renewals 


Bought from Reliable 
Agents and Brokers 


Write for appointment to 
Box 1047 Eastern Underwriter 
86 Fulton Street, New York, N. Y. 

















NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 























understand and to construe. 


owledge of experience. 
Benefits—under new provisions. 


Company. 


Offices. 








The Company writes all standard forms of insurance. 
to men and women. Age limits, 10 to 70, inclusive. 


A Company conservative for entire safety, but forward-looking and 
forward-moving in accord with the new spirit and new demand of 


the times. 


Those who contemplate taking up field work are invited to apply to— 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street 


DISTINCTIVE PROGRESS 


“In great things, steady, consistent growth to meet the needs of the times, 
never slow, never hasty—always forward to accomplishment.” 


The Mutual Life Insurance Company of New York 


America’s Oldest Legal Reserve Life Insurance Company 

The record and progress of The Mutual Life have been distinctive, 
and the notable changes and developments now marking its history in 
meeting the requirements of increasing demand and a quickening 
growth are evolved from almost a century of experience and success. 
Policy contracts completely revised in 1925. New contracts attractive 

in appearance, phrased in every-day language “easy to read,” easy to 
They contain all the old provisions 
ustified by experience and all the new warranted by science and by the 
a Improved Disability and Double Indemnity 


Salary Deduction (allotment) Plan of insurance now written by the 


Children’s Insurance now written on standard forms, ages 10 to 15. 
An increased Dividend scale in 1926—the sixth consecutive increase. 
A majority of policy loans granted locally at Managing Agency 


Same terms 


New York City, New York 
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Security Mutual’s 
Convention a Good One 


MANY SUBJECTS OF DISCUSSION 
President Dickenson Says Goal of Com- 
pany Is to Pass $100,000,000 
Mark This Year 


Representing fifteen states of. the 
union the members of the Select Circle 
and Top-Notcher’s clubs of the Security 
Mutual Life of New York, gathered re- 
cently for their third annual convention 
at Minneapolis. 

The convention was called to order by 
F. Leon Mable, superintendent of agen- 
cies, who reviewed briefly the outlines 
of the program. He was followed by 
Fred A. Dickey, of Minneapolis, host of 
the convention, who gave an address of 
welcome. 

In a few words David S. Dickenson, 
president of the Security Mutual, then 
reviewed the progress of the company 
and indicated the direction of the com- 
pany’s progress for the balance of the 
year 1926—the passing of the one hun- 
dred million mark of insurance in force. 

The closing address of the morning 
session was given by Mr. Mable, who 
chose for his subject, “Past, Present and 
Future.” He reviewed the progress 
made by the agency forces of the com- 
pany for tfe past 39 years and made a 
brief inventory of the company’s present- 
day problem. 

The afternoon session was devoted to 
addresses made by Medical Director Dr. 
Robert L. Lounsberry, who spoke on 
“Selecting Division Problems”; Walter 
E. Thompson, agency secretary of the 
company, who spoke on “The Prospect 
Service Plan,” and “New Impressions for 
Old” was the topic selected by Clark 
R. Jackson, publicity manager of the 
company. 

The remaining two days were crowded 
with demonstrations and __ straight 
instructions. Short addresses were made 
by M. X. Beaulieu, vice-president of the 
1926 Top-Notchers, who spoke on “Writ- 
ing Numbers of Application,” and who 
was followed in turn by S. R. Cooper, 
second vice-president of the 1926 Top- 
Notchers, who spoke briefly on “Our 
Company.” 

Other addresses were made by George 
H. Dann, manager of the home office 
agency, who spoke on “Organization,” 
while Fred A. Dickey, manager of the 
northwestern department of the com- 
pany, gave an outline on “The Second 
and Third Premiums.” 

G. A. Haasl, manager of the Duluth, 
Minn., branch of the company, gave one 
of the most interesting addresses of the 
convention. His topic was “Monthly In- 
come Life Insurance,” and he outlined 
why monthly is preferable ot lump sum 
settlements from the standpoint of the 
insured. In part he said: 

“Figures and estimates made by insur- 
ance companies show that at least 90% 
of all life insurance money is spent or 
lost within seven years after being re- 
ceived. That is surely not complete pro- 
tection. Everybody must be interested 
in what underlying reasons made these 
figures possible. 

“The dangers which threaten lump 
sum settlement life insurance you may 
leave are not imaginary, but every day 
happenings which occur, and will con- 
tinue to occur, over and over again, until 
the public is educated to the understand- 
ing that money ordinarily cannot. be 
placed in the hands of the inexperienced 
with the slightest assurance of being of 
any permanent value to them. Not in- 
frequently it is a detriment to their wel- 
fare. Cash is left ordinarily because the 
individual has given little or no thought 
to the permanent result of such a be- 
quest.” 

At the close of the convention the 
1926 Top-Notchers’ club were scheduled 
to hold a two-day convention at Breezy 
Point Lodge, Minn., but upon learning 








of the sudden death of Medical Director 
Dr. Robert L. Lounsberry, while en 
route from Minneapolis to Chicago, the 
club called off their convention and de- 
parted for their respective homes. It 
was announced at the close of the con- 
vention that the 1927 convention of the 
company would be held at Atlantic City 
some time in July. 


GUARDIAN LIFE CLUB YEAR 
“The McNamara Agency of New York 
for the Guardian Life, of which John 
( McNamara, Jr., 
other agencies for the club year of the 
company for 1925-1926, while another 
New York agency, of which KF. S. Dore- 
mus is manager, won second place. Third 
place was allotted to the St. Louis 
agency, managed by Henry Kronsbein. 
The three leading agencies of this year 
were the winners of the 1924-1925 con- 
test. Max Reinboth of the Doremus 
Agency made a whirlwind finish and has 
again won the honor of being the lead- 
ing agent for the club year, having paid 
for a volume well over the requirements 
for membership in the Pinnacle, the 
Guardian’s Club of Million Dollar Pro- 
ducers. In the twenty-seven working 
days in July he wrote and paid for 
nearly $350,000, which in insurance cir- 
cles is considered a whirlwind finish. 


is manager, led all 


a 


What's Ahead ? 


If the answer does not satisfy, learn the advantages of a 
contract with Fidelity, More than 36,000 direct leads a 
year from Head Office lead service. 

Fidelity is a low net-cost Company, operating in forty 
states. Full level net -premium reserve basis. Over 
$325,000,000 insurance in force—growing rapidly. 


Write for our booklet ‘‘ What’s Ahead ?’’ 


The Fidelity Mutual Life Insurance Company 


WALTER LeMAR TALBOT, President PHILADELPHIA 














The Colonial Life Insurance Company of America 


Industrial Life Insurance— 
Especially Attractive and Favorable to the Insured. 

Ordinary Life Policies— 
All forms of Life, Limited Payment and Endowment, containing attractive 
and novel features, with High Values at Low Cost. 


Give Agents Unusual Money-Making Opportunities 


Officers 
Geo. T. Smith, Vice-President E. J. Heppenheimer, President 
Chas. F. Nettleship, 2nd Vice-President 
Home Office—Jersey City, N. J. 








E. C. Wise, Treasurer 
. R. Drown, Secretary 




















A Great Growing Company 





force! 


surance. 


youngest. 


Life - 





HE Missouri State Life 
Insurance Company has 
just passed the Six Hun- 
dred Million mark in the 
amount of its insurance in 


Organized in 1892, the Company 
was 24 years reaching its first One 
Hundred Millions of outstanding in- 
In the past ten years it has 
added a half billion dollars to that figure. 


Standing 19th among the 348 Legal 
Reserve Life companies of the United 
States, the company is less than half 
as old as some of the companies above 
it and 13 years younger than the 


Progressive ideas, prompt, efficient 
service and liberal treatment of its 


M. E. Singleton, President 
Accident’ - 


representatives and policy- 
holders, are some of the 
principal reasons for this 
remarkable growth. 


Now, over 


Six Hundred 


Millions! 
Agency contracts of the 


Missouri State Life are unusually at- 
tractive and enable the Agent to build 
a well rounded and profitable business. 


Through its multiple line of Life, 
Accident and Health, and Group in- 
surance, the Company offers its rep- 
resentatives three opportunities for 
success instead of one. 


With its Home Office in the center of 
the United States and Branch Offices in 
28 of the larger and more important 
centers, the Company is enabled to 
render prompt service to all. sections 
of the country. 


A great Company daily growing greater 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Home Office, Saint Louis 


Health - Group 
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How Texas Man Sells Policies 
By B. C. REBER, San Antonio, Texas 


Just as the constant dripping of water 
will eventually wear away the stone; just 
as the persistent effort of a small root 
will eventually split the bowlder which 
obstructs its path; so, too, will the de- 
termination of a salesman wear down 
the resistance of the prospect and event- 
ually land the sale 

Some time ago a young man called 
at my home to interest me in life in- 
surance. I told him coldly that I wasn’t 
interested; and I meant it. But before 
many weeks I had signed up for a policy 
and since that time I ‘have taken out 
another. 

Talbot’s Methods 

William Talbot, local agent for the 
Continental Assurance of San Antonio, 
‘Texas, was the man who sold me. I am 
still wondering how he .did it—without 
success. But I have been able to get 
him to tell me of some of the methods 
he uses in bringing in other prospects, 
and his experiences make an interesting 
story. He tells it in his own words: 

“A short time ago I was conversing 
with a doctor who had just received a 
round sum from an endowment policy 
which he had taken out some time be- 
fore. Naturally, he was quite elated 
about it, since it gave him ample funds 
with which to construct a new home. 

“The more I considered his case the 
more it occurred to me that every pro- 
fessional man of this type is an excel- 
lent prospect for insurance. Here is a 
class of men who earn high salaries, yet 
who have but little overhead. Their 
knowledge has been gleaned through 
courses in college. They have their in- 
struments and books which seldom need 
replacing. Their ‘office overhead is not 
large, yet they have a large earning ca- 
pacity. It is evident, then, that they 
must have a large surplus which they 
are no doubt eager to invest in some 
good securities. 

“I mentioned this point to my doctor 
friend and he agreed that life insurance 
was one of the best investments that 
any man could make and that every doc- 
tor should be eager to take out as much 
as he could carry since he appreciated 
its value, and it not only gave him the 
protection he desired, but its investment 
angle should appeal to him very 
strongly. 

Calls On Other Doctors 


“With this idea in mind I began to 
call on all the doctors whom I knew 
and soon was able to write up a con- 
siderable amount of business. In time, 
however, my list of doctors had been 
worked out, and I was at a loss to find 
new prospects on whom I could use 
this canvass. 

“In groping about, it occurred to me 
that dentists and lawyers were about in 
the same position as doctors. Here were 
two other classes of professional men 
who earned large salaries, yet had prac- 
tically no necessity for spending a great 
amount of their earnings. So I began 
to work on these two classes, with the 
result that I worked up another good 
share of business. 


Selling Young Men 

“In working on young men, I use an- 
other type of sales canvass. It is evi- 
dent that many young men enter into 
business between the ages of 35 and 40. 
To do this, they must have a certain 
amount of capital. Yet, in going about 
as young men will, they do not have the 
opportunity of saving a great deal. 

“I point out to them that by taking 
out a life insurance policy at an early 
age, after ten years it will have a paid- 
up value which will keep it effective for 
approximately twenty-five years after 
that time, even though they fail to pay 
another premium. 

‘This, I point out, is something which 
bankers will view with interest. If a 
young man goes into a bank showing a 
policy on which he has been ‘paying for 


ten years, and that it will be effective for 
another twenty-five years without the 
payment of a premium, the banker ap- 
preciates this value and is much more 
willing to loan money on the policy than 
on other forms of security. 

“Making arrangements for covering 
expenses is another argument which | 
use in connection with my work. I point 
out that if a man is going away for 
any length of time, he makes provision 
so that his family may continue to live 
comfortably until he returns and is again 
in a position to take care of them. Life 
insurance, I show, is the same thing. It 
provides for the family in case the man 
dies. 

Makes Definite Number of Calls a Day 

“Tl have found it* an excellent example 
to plan to make so many calls each 
working day. It is evident that no in- 
surance salesman can sell more than a 
policy a day except under unusual cir- 
cumstances. If he keeps continually at 
it, however, he will have a list worked 
up each day who are about ready to 
sign up and, by a little hard work, he 
will be able to round out his full quota. 

“Working your friends is one of the 
best methods that I know of for getting 
prospects. When a man takes out a pol- 
icy, he does it because he has confidence 
in you. Using this opportunity for get- 
ting the names of his friends or rela- 
tives who might be interested in insur- 
ance provides you with a list of pros- 
pects from which a few will prove to be 
good customers. 

“T have also found these names to be 
‘live’ in a great many cases. If you sell 
a man and he is sufficiently interested 
in you to give you the names of some of 
his friends, those names will be of peo- 
ple who will in all probability be in a 
position to take out insurance. Very 
seldom does it happen that you will get 
a list of names which prove absolutely 
valueless. If your customer is no more 
interested in you and your company 
than that, then you have failed to really 
sell him on insurance. : 

Old Arguments Best 

“Insurance has been given such inten- 
sive study that there are practically no 
new arguments. I have seen stacks of 
large books all of which were filled with 
arguments in favor of insurance. The 
success of the salesman, then, lies in 
knowing his prospect, knowing his field, 
and doing so much work each day. 

“There was a time when insurance men 
were not appreciated so much as they 
are today. There was a time when the 
newspapers and magazines were full of 
quips and cartoons about insurance 
agents and insurance. It is still a com- 
mon thing to hear some new joke re- 
garding insurance, and the insurance 
agent has often been defined as a pest 
of the worst kind. 

“Present-day business practices, how- 
ever, have helped to eliminate much of 
this. The real business value and the 
investment value of insurance has helped 
to make it more appreciated than in for- 
mer days. Where it was a joke to 
have a policy at one time, a man is now 
considered rather slow if he doesn’t own 
one. And the salesman who accepts this 
attitude and works consistently at it will 
eventually work up a good business.” 

Mr. Talbot has been selling insurance 
for about six years. During three of 
these years he was connected with an- 
other firm. Then he was offered the 
opportunity of representing the Contin- 

(Continued on page 34) 





HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Denver Des Moines 


Omaha 








THE UNITED STATES LIFE INSURANCE COMPANY 


; IN THE CITY OF NEW YORK 
ORGANIZED 1850 NON-PARTICIPATING POLICIES ONLY 
Over 70 Years of Service to Policyholders 
Good territory for personal producers, under direct contract. 
HOME OFFICE 


105-107 Fifth Avenue New York City 














PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 
proposition. 

Address, PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 

















WANTED ASSISTANT MANAGER 


Agency for leading New York company wants experienced Life man with 
proven ability as producer to assist with organization work. This position 
offers unlimited possibilities. Communications considered in strict confi- 
dence. Salary and commission. Address all details to 
BOX 1044 
THE EASTERN UNDERWRITER, 
86 Fulton Street, New York, N. Y. 














BUSINESS OF 1925 


New Insurance...............ese+eeeeee+++-$117,647,000 
Increase over WQOHS . cctncis ices sceensaelis a 








Insurance in Force...................--+-- $857,429 816 
Increase over 1924............06- cccccecccscct dG eayeee 





New England Mutual Life Insurance Co. 


Boston, Mass. 

















ONWARD MARCH—1925 


Total of Paid-for Business 
1924 - - - - $134,242,954 
1925 - - - . 157,045,211 


BANKERS LIFE COMPANY 


G. S. NOLLEN, President 
Des Moines, Iluowa 





























Celebrating 


75th ANNIVERSARY 


DIAMOND JUBILEE YEAR , 
Seventy-five Years of Service to Policyholders New Policy Forms 
New Added Features to Our Policy Contract 


Berkshire Life Insurance Co. 
Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 
F.H 


. H. RHODES, President 
OPENING ALWAYS FOR RIGHT MAN 


























Page 12 


[+L te —> 


Wh i? 








August 20, 1926 





















































WASTE 


The first great problem with which the human race forever struggles is how to live as long as possible. 
To live at all humanity must fight disease, from birth. 


The advance made into the ferrain of this common enemy in recent years, chiefly through discoveries in pure science. 
makes a story more thrilling than Stanley’s journey across the Dark Continent, more romantic than Amundsen’s 


flight over the Top of the World. 


Whatever science is now saving through a better longevity has hitherto been waste, but a waste mankind in the mass could not 
control; it could however and, in a limited way, now does, avoid ulter waste through co-operation. 


Outside of disease there are other enemies to be overcome. 
Amongst these enemies are: 


Ignorance; 
War; 
Bad Sociological programs; 
Lack of a proper sense of individual responsibility ; 
Lack of appreciation of the value of human life, the only real value in the world. 


ALL THESE ARE CONTROLLABLE ENEMIES 


The battle of science against disease helps; it lengthens life, but does not solve the problem. 

The battle against the controllable enemies is the great current, always present battle. 

Ignorance and war with resultant maladjustments, are man’s arch enemies, the great causes of waste. 

Human life, the only real value, is now constantly snuffed out by its controllable enemies leaving liabilities and 
not assets. Intelligent co-operation can prevent that. 


Every life is an asset to everybody if it is not wasted. 
War with its hideous waste seems as yet uncontrollable. But in the long run ignorance is a deadlier foe than war. 


Premature death from disease, which happens in spite of all scientific knowledge, is without a specific plan to 
meet it, sheer waste. 


Premature death from war not only destroys values and disrupts life plans but leaves debts for other people to 
pay; even that monstrous waste can be adjusted, through co-operation, so as to be really less burdensome. 


Premature death from any cause usually means helpless wives and mothers, children either half educated or edu- 
cated in crime, all at the expense of society. 


The value of a life can be in part replaced by cash through co-operation; that helps the taxpayer, liquidates liabili- 
ties and gives children a chance. 


While humanity is struggling to eliminate disease, to eliminate the rivalries of nations, rivalries in business, the blunders 
of ignorance, rivalries in the churches, and the cruelties of the strong; lifting the burdens imposed on society by the lazy and 
the incapable, Life itself (individuals, men, women, children) must, in order to preserve its great but fugitive value, organize 
intelligently ; it must express itself in current values, must through co-operation translate itself into bonds, mortgages, real 
estate and cash. That sounds materialistic; but there is other even partial equivalent for the intangible personality which, 
living, is of immeasurable value and eliminated without a program which in part replaces it, becomes worth less than nothing. 


How to do all that as against both kinds of waste, the controllable and the uncontrollable? 
Did you say Life Insurance? 
Of course you did. 


LIFE INSURANCE IS A MILITANT, AN ORGANIZED CRYING OUT TO HUMANITY TO 
STOP WASTE. 


I'l HAS AS YET CAUGHT UP OUT OF THE NIAGARA OF WASTE ONLY A FEW BILLION 
DOLLARS OF THE INEXPRESSIBLE BILLIONS THAT HAVE FOR AGES RUSHED INTO THE 
OCEAN OF WASTED VALUES. 


Life Insurance is the first business in the world, first in its moral appeal, first in its scientific processes, first in its 


fight against life’s enemies, first in its correction of maladjustments, first in eliminating waste, almost first now in its accumu- 
lations. 


Ask at one of our Branch Offices about this Company. Lear how you can eliminate waste, how you can serve 
yourself and your neighbor as well. 
NEW YORK LIFE INSURANCE COMPANY 
DarWIN P. KINGSLEY, President. 
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Good Feeling Era In 
Chicago Life Circles 


ILLUSTRATED BY CLUB MEETING 





President of Federal Life and Vice- 
President of National of U. S. A. 
To Address Illinois Life Men 





The good feeling prevailing nowadays 
in life insurance is again illustrated by 
the fact that Isaac Miller Hamilton, 
president of the Federal Life, and Wal- 
ter E. Webb, vice-president of the Na- 
tional Life of the U. S. A., are to be two 
of the speakers who will address the 
Programme $100,000 Club of the Illinois 
Life at its meeting in Chicago August 
2-27. Senator Hamilton is to deliver 
an address of welcome, and Mr. Webb 
is to discuss the business of life in- 
surance. 

Some of the speakers and titles of 
their papers follow: 

Address—W. NN. Stafford, 
president. ! } 

Presentation of the conservation prizes 
—B. J. Stookey, secretary, Illinois Life. 

“A Quarter of a Century With the 
Illinois Life,’ T. J. Henderson, agency 
manager, Michigan. 

“When the Illinois Life Acquired Me,” 
A. C. Johnson, general agent, Oklahoma. 

“Our Early Days and Now,” FE. C. 
Wharf, general agent, Wabash Valley. 

“What the Illinois Life Has Meant to 
Me.” Henry Sterchi, manager, Wabash 
Valley Agency. 

“On the Firing Line with the Agency 
Managers,” J. W. Stevens, II., agency 
vice-president, Illinois Life Insurance Co. 

Address, Roger Davis, general agent, 
Southwestern Department. 

“Why I Left a Giant to Help Raise a 
Baby,” E. J. Hutchinson, manager, Fast 
Central Illinois. 

“From the Editor’s Conning Tower,” 
C. M. Cartwright, managing editor, Na- 
tional Underwriter. 

“Keeping in Touch with Policyhola- 
ers,” F. W. Weston, manager, Michigan. 

“Women in Life Insurance,” Mrs. L. 
E. White, manager, Women’s Depart- 
ment. 

“School Teachers as Prospects,” H. F. 
Coonrod, district manager, Southwestern 
Department. 

“Making an Agency Appointment 
Record,” O. H. Gabel, manager, Corn 
Belt Agency. 

“Sales Demonstrations of XX_ Poli- 
cies.’ G. H. Millage, district manager, 
Michigan. 

“Sales Demonstrations of Select Lives 
Policv.” W. L. -Coonrod, district mana- 
ger, Southwestern Department, and C. 
L. Grimes. special representative, South- 


retiring 


. western Department. 


“Following Up New Mortgage Leads,” 
R. A. Sullivan, special agent, South- 
western Department. 

“Contingent Beneficiaries,” H. T. Mar- 
tin. counsel, Illinois Life Insurance Co. 

“From the Inside Looking Out.” J. F. 
Williams. vice-president, Illinois Life In- 
surance Co. 





INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $100,000.00, 
with premiums payable annually, semi-annually or quarterly, and INDUSTRIAL 
Policies up to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1925 


BRAD hich vckuhieticcsvcdocedtovchecsctertacegsuectemécsesecehaces $46, 562,667.40 
ESGUIO, ciaccdecuves contwbuneeeecedeiccdseneeccdacadekidedcensedes 39,940,092.25 
COGMGE At BaIDOs oie oc caben decide did cconcetcccstceetceceeesuedes 6,622,575.15 
WRTEIOG i PUNO e  ceccr canes ddedes dutaceeetnceeeuehedhadad wane 292,834,191.00 
PAVGIANEE: 10 POOR NOMOtBisc ¢ 06 000 0442 60icdececudcaecnsusienedenned, 3,392,156.76 
Total Payments to Policyholders Since Organization.........eeeeee0+ 39,176,371.91 


JOHN G. WALKER, President 











Seventy-five Years Ago 


the Massachusetts Mutual Life Insurance Company was organized by a 
group of men with unusual foresight. They conceived an organization that 
would create a personality of strength and friendliness, and conduct its 
affairs so as to win and hold the confidence of policyholders. 

During all these years this institution has faithfully maintained the spirit 
of service inaugurated at its birth. To-day it ranks with the best com- 
panies in the country and is known throughout the land as 


The Company of Satisfied Policyholders 
JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts Organized 1851 

















American Central Life 


Insurance Company 


INDIANAPOLIS 
Established 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 




















THE EUREKA-MARYLAND ASSURANCE CORPORATION 


BALTIMORE, MARYLAND 
Incorporated 1882 


Issues all modern forms of Life Insurance, including Industrial, Ordinary 
and Group 


J. C. MAGINNIS, President 

















Another Large Policy 
On Real Estate Man 


MORRIS WHITE TAKES MILLION 





Wife Insured for That Amount Some 
Time Ago; Goldsmith & Freund 
Agents in Transaction 





There never was a time in the his- 
tory of New York City when so many 
important real estate deals were con- 
sumated and likewise there has cropped 
up a large number of real estate oper- 
ators whose transactions are little short 
of amazing, not only in the size of the 
deals but also in the rapidity with which 
they take place after negotiations have 
been opened. This has resulted in a 
large amount of life insurance being 
written to cover the operators as their 
deaths would be unfortunate from a fi- 
nancial and real estate viewpoint. 

A $2,000,000 insurance proposition 
written a few days ago is thus described 
in the New York “Sunday Times”: 

Morris White, an active real estate 
operator, has joined the number of per- 
sons whose lives are insured for more 
than $1,000,000. He has just taken out 
his second policy for $1,000,000 through 
Goldsmith & Freund. 

This policy is in favor of Morris 
White, Inc. The previous policy placed 
through the same concern was in favor 
of Mrs. White. 

Mr. White owns the Hotel White at 
Thirty-seventh Street and Lexington 
Avenue, the Hotel Carlton Terrace at 
100th Street and Broadway, the Hotel 
White Annex at 305 Lexington Avenue 
and three apartment houses at 158th 
Street and Riverside Drive in conjunc- 
tion with Henry Friedman. He is now 
erecting a new apartment hotel at Ninth 
Street and Fifth Avenue, which will be 
completed this month, and is known as 
the New Fifth Avenue Hotel. 





LARGE TEXAS POLICY 


What is believed to be the largest 
single application for a policy of life in- 
surance in Texas was signed last week 
by Chester L. Jones, newly elected pres- 
ident of Sanger Bros.’ Store. Mr. Jones, 
who comes from Kansas City, recently 
purchased the control of Sanger Bros. 
The application was written by Harry L. 
Seay, president, and Clarence E. Linz, 
vice-president and treasurer of the 
Southland Life. Mr. Jones succeeded 
Linz as president of Sanger Bros. 


NEW YORK AGENCY LEADING 


Hoey, Ellison and Wendt, Inc., New 
York agents for the Equitable Life of 
Iowa, led all other agencies for the sev- 
enth consecutive month during July with 
a total paid-for production of $422,750. 
Other leading agencies were: Wallis and 
Tyson, Philadelphia; B. A. Barlow and 
©. A. Anderson, Cedar Rapids; H. S. 
Sutphen, Pittsburgh; and St. John and 
Carter, Des Moines. 














He knows the value of education. 


the child is 5 years. 








ASK DAD 


So does Mother. A savings and pro- 
tection plan which secures the son or daughter an educational fund, whether 
father lives to complete his deposits or not, meets the requirements exactly. 
The Juvenile Policy written by The Lincoln National Life Insurance Com- 
pany is written on the lives of children on ages 1 day up to 14 years and reaches 
full face value on the anniversary of the policy on which the insurance age of 


The Juvenile Policy is issued on Ordinary Life, 20 Pay Life, 30, 25 and 20 
Year Endowments or Terminal Endowments maturing at ages 16 to 21 inclusive. 
Waiver of further premiums in event of death or disability’of the father may 
be provided by the Payor Insurance feature. 





Pennsylvania 











Lincoln Life Building 
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The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 


More Than $425,000,000 in Force. 














Fort Wayne, Indiana 





Provident Mutual 


Life Insurance Company of Philadelphia 


Founded 1865 


The Provident has worked out a practical plan 
by which the Home Office, through an Edu- 
cational Supervisor, is assisting in the devel- 


opment of new agents. 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and its pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business, 86 
Fulton Street, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor. The 
address of the officers is the office of this 





newspaper. Telephone number: Beek- 
man 2076. 
Subscription Price $3.00 a year. Single 


copies, 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879. 





TOOK LONG TIME TO FIND 
SAMUEL McCULLOCH 
INEFFICIENT 

Why are reformers so gauche, fre- 
quently cruel, often vindictive and gen- 
What is there about 
unbending zealot, so anxious 
to regulate other people’s conduct which 
blurs his own vision and goads him into 
furies such as would be unthinkable to a 
more liberal and worldly minded man? 

The chiei reformer in high public sta- 
tion, Gifford Pinchot, Governor of Penn- 
sylvania, has just let Samuel McCulloch, 
his insurance commissioner, go—and in a 
First he gave out 
to newspapers a letter thanking him for 
service and then he told reporters that 
McCulloch’s work was “ 


erally inexplicable ? 
the stern, 


characteristic way. 


far below stand- 


ard,” 
Of all the men connected with the in- 
surance business none has been more 


blessed with the gift of sardonic humor 
than Samuel McCulloch, and despite the 
shock of decapitation he must be smil- 
ing grimly at the charge. It took the 
State of Pennsylvania more than forty 
years to find out that he was “ineffi- 
cient;” Pennsylvania a state which has 
had some commissioners who were such 
politicians, politicians in the old-fash- 
ioned sense, that their. administration 
was close to a scandal. With good com- 
missioners and with bad, with insurance 
laws which permitted the widest range 
of companies to enter, with his hands 
tied in many respects, crippled by small 
appropriations despite the fact that the 
state collects so heavily from the insur- 
ance interests, his dignity kicked about 
several times by the party, Mr. McCul- 
loch performed his duties without a com- 
plaint, and in the best of humor. In 
him in his time have reposed secrets 
which would have caused a blast or two 
that would have shaken the insurance 
business if made public. He kept plod- 
ding right along, not looking for praise, 
not dodging blame. He gave the state 


just as good an administration as he 
could and still remain in office. That 
he did it so long is surprising in view 


of the strength of political forces there, 
but that the man responsible for his go- 
ing should be Pinchot, instead of the 
ward politician or gang or boss type 
whose feet were stepped on, is astound- 
ing. 





Information from Harrisburg and 
Philadelphia is that the collapse of a 
trust company in western Pennsylvania, 
with unfortunate developments in the 
surety 


may have had 


Governor Pin- 


insurance end, 


something to do with 
chot’s action, but such papers as the 
“Philadelphia Ledger” say that nothing 
in the state’s inquiry into that situation 
was a reflection on McCulloch. It is 
also said that the Governnor’s hatred 
of Grundy, the political enemy who runs 
two insurance companies for the manu- 
facturers of the state, has a bearing on 
the situation in relation to the Insur- 
ance Department and workmen’s com- 
pensation. 

Whatever the when a 
Governor wants to get rid of a depart- 
mental man he can find lots of them— 
Pinchot has done something characteris- 
tic; McCulloch may be relieved that he 
no longer has that big, unwieldy depart- 
his shoulders; and the Insur- 
ance Conventions will 
miss one of its choicest spirits and boon 


reasons—and 


ment on 
Commissioners’ 


companions. 





Eli Sheldon, local agent of Pueblo, 
Col., in an article on the spirit of insur- 
ance printed in the thirtieth anniversary 
number of the “Insurance Report” of 
Denver, says that he has handled physi- 
cians’ liability policies for over twenty- 
five years. Continuing, he makes the 
following observations: “My opportu- 
nities were many to observe the old, fast 
disappearing type of family physician— 
the friend, consoler, and counselor of his 
patients. No hour was too late, no road 
too mired, no task too impossible for 
him. No less close have been my rela- 
tions with the modern medical and sur- 
gical specialist. One Easter Sunday | 
called at the residence office of one of 
the most prominent physicians and sur- 
geons in New York. His reception room 
and private office were banked with tier 
upon tier of beautiful cut flowers, pot- 
ted plants and other gifts from grateful 
patients whose lives he had prolonged or 
made more comfortable. How unusual 
that a man alive and in his prime could 
observe and be heartened by such ap- 
preciation of his services to his clients. 
No business, no profession averages 
higher than the medical in endeavoring 
to give service, assistance and comfort to 
the uttermost of human knowledge and 
strength. Yet the more — successful, 
prominent and able the physician, sur- 
geon, or dentist becomes, the more he is 
a mark for suits alleging malpractice, er- 
ror or mistake. How unhappy a situa- 
tion that the greater the knowledge of 
a physician and the more capable he 
may be of doing good, the more his re- 
alization that he must employ every le- 
gitimate means to safeguard himself 
from unjust claims and suits. 

“My twenty-five years of observation 
leads me to assert that 99 out of vip si 
100 physicians, surgeons and dentists feel 
the absolute necessity of always carry- 
ing physicians’, surgeons’ or dentists’ lia- 
bility insurance.” 

* * * 


Marshall G. Garrigues, who has been 
secretary and treasurer of the Fire As- 
sociation of Philadelphia for twenty-two 
years, and associated with the former 
company for 59 years, was agreeably 
surprised on the occasion of his birthday 
several weeks ago by a bower of roses 
which he found on his desk when he ar- 
rived at his office, the gift being from 
the office staff and associates. Mr. Gar- 


rigues came to the Fire Association 
shortly after leaving the public: school. 
He is a member of the Society of 


Friends, which dates back to the found- 

ing of the Quakers in Pennsylvania by 

William Penn. 
* 


# * 

Paul C. Sanborn, well-known Boston 
life insurance general agent, 
sail for Europe. 


will soon 
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Human Side of [Insurance 





























Chas. F. Collins 


Glover S. Hastings 


Glover S. Hastings, superintendent of 
agents of the New England Mutual Life, 
and Charles F. Collins, his assistant in 
the agency division, were recently 
snapped at an insurance golf, tourna- 
ment at the Upper Montclair Country 
Club. Mr. Hastings is one of the most 
highly respected of life insurance men, 
Incidentally, he carries a veritable en- 
cyclopedia of insurance and production 
data and information in the form of a 
black book which he carries in a pocket. 
Mr. Collins joined the New England 


Mutual after his graduation from the 
Harvard Business School a few years 
ago. 


* ra * 


“Jack” Fraser, of the Connecticut Mu- 
tual Life, is becoming quite an adept at 
golf. He has been doing a good deal of 
playing on the Rockland Country Club 
course at Rockville Centre, L. I, and 
recently won the club’s July Handicap 
-Tournament. J. F. is a member of sev- 
eral golf clubs. If he keeps up his pres- 
ent pace he may one day be a partici- 
pant in one of the American open cham- 
pionship contests. 

* 

Vincent L. Gallagher, secretary of the 
America Fore companies, returned Mon- 
day to his office after a three weeks’ 
vacation which he spent cruising on a 
yacht. He went up Long Island Sound, 
through the Cape Cod Canal, and as far 
as P rovincetown, the quaint fishing town 
and artists’ colony on the tip end of 
Cape Cod. 

* * * 


Rutherford H. Towner, the surety 
rater who also writes books and maga- 
zine articles, is author of “Prohibition 
and Caste,” appearing in “The Forum,” 
a monthly magazine. He gives a num- 
ber of reasons why, in his opinion, Pro- 
hibition is discriminatory, ineffective and 
cannot be enforced 

* * * 

H. G. Johnson of Johnson & Adams, 
Washington, D. C., who has been: ill 
since the first of the year with sinus 
trouble and complications, is rapidly re- 
covering and is expected to be back on 
his feet within a few weeks. Mr. John- 
son will leave Washington as soon as 
able and take an extended rest. 

kK * 

James A. Beha, superintendent of in- 
surance of New York, talked on Tues- 
day before the National Fraternal Con- 
gress, composed of fraternal organiza- 
tions, which met at Buffalo. 


H. I. Brown of Henry W. Brown & 
Co., United States managers of the Brit- 
ish General, has an article on Ameri- 
can insurance conditions in the current 
issue of “Under Bow Bells,” monthly 
staff publication of that company. He 
discusses the bad underwriting experi- 
cence in recent years of American com: 
panies, but also describes their good 
fortune with investments. In part, he 
says: 

“Probably a majority of the big Amer- 
ican companies, certainly nearly all of 
the most progressive and successful ones, 
have in recent years departed from the 
old and long-established method of buy- 
ing issues of long-term bonds and hold- 
ing these to maturity, no matter what 
in the meantime the fluctuations in mar- 
ket values. The big New York com- 
panies practically all have finance com- 
mittees composed of keen financicrs, 
whose time is engaged in studying mar- 
ket conditions, and who for the most 
part buy long-term securities when there 
is a prospect of cheap money, but dis- 
pose of these and replace them with 
short-term securities when they believe 
there is a prospect of dear money. [ur- 
thermore, it has become more and more 
the practice of the big companies to in- 
vest a considerable portion of their as- 
sets in common shares of the more sub- 
stantial industrial and commercial enter- 
prises and also the railroads of this 
country, the theory being that through 
ownership of common shares they se- 
cure not only the direct income resulting 
from the dividends declared but also the 

‘equity’ in the additional earnings not 
declared in dividends, which earnings 
are presumably re-invested for the wel- 
fare of the shareholders. This method 
of investing is looked upon favorably by 
many of our best financiers. 

“I might also mention that shares in 
our well-managed banks and trust com- 
panies have become an increasingly pop- 
ular form of investment for the insur- 
ance companies. It is usually true that 
such investments do not make a return 
of more than 4% on cost, but it is equal- 
ly true that their earnings are frequent- 
ly more than twice the amount of their 
dividends, and, of course, when this is 
true, the shareholder is really enjoying 
an 8% return, even though only one- 
half of it is declared in dividends(!). 
The increased demand for this class of 
securities has largely enhanced their 
market values, but the well-managed in- 
stitutions of this kind usually roll up 
their business like a great snowball, and 
it is generally thought that in one form 
or another, such as increasing capital, 
shareholders will in the long run be well 
treated as investors. 

“Hence, it has been almost wholly the 
investment results that have placed the 
large American insurance companies in 
their present-day position of fin ancial 
strength. Indeed, it is a generally rec- 
ognized fact in America that the insur- 
ance companies have two distinct de- 
partments of their business, the one 
bearing upon the question of the under- 
writing, and the other bearing upon the 
question of investments, and they are 
frequently | handled by A te i de- 
partments.” 


* kK * 


Samuel McCulloch had a new job three 
hours after he retired as Insurance Com- 
missioner of Pennsylvania. Deputy 
Sheriff Hoffman, drawing names of jur- 
ors to serve at the September session of 
criminal court in Dauphin County, which 
includes Harrisburg, drew Mr. McCul- 
loch’s name from the jury wheel. 





NAULTY TO SAIL 
William S. Naulty, vice-president of 
Jos. M. Byrne & Co., Newark, will sail 
for Europe on September i, 
He will spend some time in London 
before going to the Continent. 
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“Le Zenith” of France and its Growth 





Rapid Progress by a Company Founded in 1919; Soon 
to Build Handsome New Home; Its Applications 
and a Sketch of Its Director, Armand May 


By G. FROISSARD, Paris, France 


Paris, France, August 10.—Our ways 
are so different that if your countrymen 
think we are too slow, mine, of course, 
feel yours are too fast. Insurance on 
this side is still more a profession than 
a business and notwithstanding the prog- 
ress for the last ten years and the com- 
petition from foreign companies, the in- 
surer is, generally speaking, more wait- 
ing for the insured than waiting on him. 
When one enters an insurance company 
or firm, one is often inclined to think of 
a government office or a notary’s. 

Our publications, therefore, journals as 
well as books, are not to be compared 
with yours as regards size, appearance 
and illustrations. 

Not Strong on Publicity 


It is true to say that their cost to 
the subscribers. is also very low. The 
yearly subscription to an _ insurance 
weekly is about 50 cents, and the bulki- 
est insurance annual (1,200 pages) is sold 
for less than $1. Moreover, if these an- 
nuals contain a lot of details on the com- 
panies they do not give any on their 
managers. These gentlemen, as a rule, 
do not like to be spoken of publicly, and 
interviewing is rather unknown in the 
insurance press here. 

| have lately tried to do this for you, 
and | must confess | was not always suc- 
cessful. 

“We know,” some executives said, 
“that this is usual in the United States; 
yet we do not like it. We believe thz ut 
publicity might just now do us harm as 
well as good.” 

This opinion is not new, of course (the 
motto of many managers having always 
been: “pas d’histoire!”, i. ¢., “Wait and 
see,” or “Follow father’s footsteps!”), 
but it is now enforced by the fear of the 
State’s monopoly and by the fact that in- 
surance is more than ever the scape- 
goat or the milch cow of the parliament. 
In such a case, you would in America, 
no doubt, fight openly against your ad- 
versaries and make an appeal to the pub- 
lic. Here, the leaders believe in keeping 
quiet and waiting for a better time. I 
was daring enough to tell some of them 
they were wrong, and I should not be 
surprised if they were now looking at 
me as a Bolshevik. 

Introducing Armand May 

Well, after this long preamble, let me 
introduce you to one of our up-to-date 
managers — Armand May —the gencral 
manager of the French Insurance Com- 
pany, “Le Zenith.” He is a self-made 
man and an energetic one. He is only 
forty-five years old, and yet he has oc- 
cupied his chair since 1919. He started 
his career at the “Urbaine et Seine” in 
1903 and left the same after sixteen 
years to create “Le Zenith.” Licentiate 
in Law and with an open mind, he was 
soon appointed divisional chief at the 
former society and was general secre- 
tary when he resigned. 

“Le Zenith” is his child and he has 
many reasons to be proud of it. Found- 
ed in 1919 with the collaboration of some 
London Lloyd’s Underwriters, this com- 
pany is more on the British or American 
style than the French ones. It is a com- 
posite office, dealing in all classes but 
life; yet I believe its largest income is 
through the “All risks,” viz., the Bank- 
ers and Block policies. 

In that field they must have found a 
great help from their directors, three of 
them having a seat at the board of a 


bank; four being chairmen of a union 
of Jewelers, of pictures and curiosities 
dealers or of diamonds, pearls and pre- 
cious stones dealers. As these are on 
the company’s board since its inception, 
it is easy to understand that the diffi- 
culty of getting in France proper cover 











ARMAND MAY 


for their own business induced them to 
listen to Mr. May. They did well! 
After six years, the young society had 
for 1925 a premium income of 58% mil- 
lions of francs. A big jump from less 
than seven millions in 1920, and notwith- 
standing the great depre ciation of our 
money, Mr. May may be congratulated 
on its management. “Le Zenith” is get- 
ting on very well indeed and its repu- 
tation among the older offices is spot- 
less. In fact, no other company formed 
here since the war and even for the last 
ten years, has been more successful. 
Writes Aviation Insurance, Too 
It has now foreign agencies in 
gium, Holland, Italy, and Africa. It was 
the pioneer in France of the Aviation 
Insurance which was started with the 
help first of two British Societies, and 
then of the British Aviation Group. 
Looking always ahead and feeling fi- 
nancially strong, Mr. May, for the ac- 


Bel- 


count of “Le Zenith,” 
somewhat older glass 
pany, “La Parisienne,” and, later on, 
bought its shares. The Board of this 
Society, therefore, has the same chair- 
man as “Le Zenith,” and at its board 
are sitting three of the latter’s directors 
and General Manager Mr. May. 

The next move was the creation of the 
“Urbaine-Credit,” in connection with the 
“Urbaine at Seine,” whose manager is 
also a director of “Le Zenith.” This 
new Society is reinsured by the British 
“Trade Indemnity” and the German 
“Hermes,” yet I understand it has been 
formed on the style of American Credit 
insurance, according to the conception of 
E. M. Treat, vice-president of your Na- 
tional Surety Co. 

The latest development was that of 
1924. This was an association with the 
“Urbaine-Seine,” both companies _ in- 
creasing their respective capital in order 
to take a financial interest in each other. 
At the same time, four directors of “Le 
Zenith” tok a seat on the board of the 
“Urbaine-Seine” and Mr. May became 
deputy manager of the company. The 
relationship has been productive of good 
results. The premium income of both 
Societies reached last year nearly 200 
millions of francs, an increase of about 
40,000,000 francs in twelve months. 

As a result of the steady growth, “Le 
Zenith” has purchased a site, well-locat- 
ed, and an up-to-date and spacious build- 
ing is to be erected. 

The French Government has just given 
Mr. May the Legion of Honor. 


reorganized a 
insurance com- 


FARM FIRES A MENACE 





Losses Growing Steadily; National Fire 
Waste Council Takes Steps To 
Aid the Farmer 

Farm fire losses in 1925, the 
tural Committee of the National Fire 
Waste Council discloses, showed an in- 
crease of 65 per cent. over losses in 1920, 
the annual total now running approxi- 
mately $150,000,000. Over a period of 
years up to 1923 lightning was the chicf 
cause of farm fires, being responsible for 
13.5 per cent. of the total. Then fol- 
lowed in order defective chimneys and 
flues, 13 per cent., and sparks on roofs, 
nearly 7 per cent. 

In 1924 defective flues headed the list 
of fire causes being responsible for 14 
per cent. of the losses that year. Sparks 
on roofs increased to 10 per cent. The 
conclusion is drawn from these percent- 
ages that maintenance has been neglect- 
ed, old roofs have become a source of 
danger and chimneys and flues have not 
been inspected and repaired. 

The Agricultural Committee is plan- 
ning to give the farmers the benefit of 
the experience of the leading fire protec- 
tion and fire prevention engineers of the 
country in eliminating fire hazards and 
assisting them in protecting adequately 
their property. Sub-committees are now 
being appointed to study various phases 
of the problem. 


LOWER SESQUI RATES 
The Sesquicentennial Exposition in 
Philadelphia is being rerated for fire in- 
surance purposes as the result of the 
completion and satisfactory working of 
the new high-pressure system over the 
major area of the exposition grounds. 


Agricul- 














STANDARD 


INSURANCE COMPANY 


OF NEW YORK 





J. A. KELSEY, President 


Head Office: 45 John Street, New York 
G. Z. DAY, Vice-Pres. and Secretary 





CAPITAL 

PREMIUM RESERVE 
OTHER LIABILITIES 
NET SURPLUS 
TOTAL ASSETS 








Statement December 31, 1925 


$1,000,000.00 
610,292.51 
135,010.00 
1,251,747.80 
2,997,050.31 
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Time has proven 
that Strength, Rep- 
utation and service 

N\are truly descrip- 
tive of The Home In- 
surance Company 
of New York. 
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Get Rain Insurance 
On the Local Fairs 


SEASON IS NOW APPROACHING 


Potential Money Loss of County Fairs 
By Rain Too Great To Be Allowed 


To Remain Uninsured 








From the closing days of August to 
November is county fair season all over 
this section of the country. This opens 
up to the wideawake local agent splen- 
did opportunities to place rain insurance 
on the county fair and its exhibits, and 
it is a service to the county fair sup- 
porters, who have considerable to lose 
if rain comes, that ought not to be over- 
looked. Some fine pointers on how to 
sell rain coverage to fair managers are 
given by the Boston and Old Colony 
companies. On the subject they say: 

“In case the fair is protected with 
this important coverage and it rains, 
the insuring company pays the actual 
loss sustained, if the specified amount 
of rain falls during the hours covered, 
not exceeding, of course, the amount of 
insurance stated in the policy. If the 
fair is lucky and the gate receipts are 
not reduced by rainfall, the cost of the 
rain insurance will not be missed; but, 
if it does rain, the management can pat 
themselves on their back for their fore- 
sight. 

Know Rain Policy Thoroughly 


“Before you solicit the insurance on 
your local fair be sure that you can 
answer intelligently and convincingly 
every rain insurance question that is 
likely to be asked. As in selling any 
form of insurance, the vital thing is to 
know your coverage. The rain insurance 
policy is one of the simplest among in- 
surance contracts. Know it backward 
and forward. It will take you but a 
few minutes to read it, and an hour’s 
study will give you a thorough knowl- 
edge of it. If you haven’t a rain man- 


ual, or if there is any question that you 
would like cleared up, get in touch with 
“, of our field men. 

Before you call on the manager of 
the fair find out on what days the ex- 
hibition will take place; then work out 
the hourly rates for those days so you 
will be able to tell him the exact cost 
of the coverage. If possible, pick out a 
good stormy day for your solicitation. It 
is much easier to make the manager of 
a fair visualize what might happen to 
the gate receipts if it rained when he can 
look out of the window and see it rain- 
ing. 

“Form 1 is the only form applicable 
to fairs. It is issued for a definite pe- 
riod of consecutive hours each day, 
against loss on account of a definite 
amount of rainfall. The form is an in- 
come form, and in case of loss pays the 
assured the difference between the gross 
income from all sources named in the 
policy for such day and the amount of 
anticipated income provided for in the 
polic y. 

‘The policy may be written to cover 
the income of the fair association from 
all sources such as gate receipts, grand- 
stand receipts, income from private ex- 
hibitors and concessioners, etc., or each 
one of these items separately. 


How to Determine Amounts 


“The amount of insurance that, can be 
taken out is optional with the fair man- 
agement except that it shall not exceed 
the gross income for the previous year, 
for similar days and like sources of in- 
come, or be less than 50 per cent. of the 
agreed anticipated income. If, however, 
the income for the previous year was 
cut down by rain, the amount of the 
agreed anticipated income is arrived at 
by taking the average of the three previ- 
ous years’ gross income not excluding 
the years in which there was rainfall. 

“When the income from all sources 
covered, a reduction in rates of 331-3 
per cent. is allowable, provided the full 
amount of anticipated gross income is 
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insured. When only the income from 
certain specific sources is covered and 
if the amount of insurance equals the 
anticipated gross income, a reduction of 
20 per cent. is allowable. In case the 
amount of insurance is less than the 
anticipated gross income, the basic rates 
apply. Kates against 0.2 inch are usually 
one-third less than rates against 0.1 inch 
of rainfall. 

“It is necessary that the application 
for rain insurance be submitted at least 
seven days in advance of the date in- 
sured, The reason for this is to prevent 
any one, before making application for 
insurance, from checking up the long- 
range weather forecast, which is issued 
every Saturday by the United States 
Weather Bureau, and which’ forecasts 
the weather for the following week. In 
case of fairs that take place on Labor 
lay, it is well to make application two 
or three weeks in advance. The reason 
for this is that Labor Day is one of 
the peaks for outdoor events and all 
companies are loaded with business. 
When their limit of liability for a stated 
zone is reached, they will not accept 
additional insurance in that zone.” 





JOINS BROKERAGE FIRM 
Cromwell, Reid & Co., Inc., insurance 
brokers of the 42nd street district, have 
announced that Robert A. Rutherford, 
well known in casualty and surety cir- 


cles of New York City, has joined their 


staff. 


CHARGE DEALS WITH LLOYDS 
Although planning to start an investi- 
gation into charges of Commissioner 
Leonhard T. Hands of the Michigan in- 
surance department to the effect that 
certain Michigan banks have been pur- 
chasing Lloyds coverage of various sorts 
in violation of the law, Commissioner 
Hugh McPherson of the banking de- 
partment admitted late last week that 
nothing had been done as yet by his 
department toward remedying  condi- 
tions, 


TO SAIL FOR EUROPE 

Whitney Palache, United States iman- 
ager of the Commercial Union Assur- 
ance Company of London, will sail for 
England on the S. S. Majestic, August 
28. Mr. Palache, who expects to be 
abroad about two months, is combining 
a business and pleasure trip. After vis- 
iting London, he will spend several weeks 
touring the Continent. 


Ferguson & Van Name, Inc., New 
York City, insurance, has been  char- 
tered with $10,000 capital Robert G. 
Maltbin, Westfield, J.; Joseph Mor- 
gan, Roselle Park, N. Ni E. E. Robinson, 
srooklyn, and C. M. Leidner, Richmond 
Hill, are directors and subscribers. 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 
John Kay, Vice- Pres. and Treas. 
mM Bliyen, Vice-Pres. and West. 


Seiten, Secretary 
Wells T. Bassett, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J. 
Organized 1855 


Statement January 1, 1925 
ASSETS AND. LIABILITIES 


Capital ....$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities 8,536,871.80 


Net Surplus. . 3,586,660.11 





Assets ... .$15,123,531.91 


Policyholders’ Surplus 
$6,586,660.11 





Henry M. Gratz, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. 


in 

Davis Vaughan, Secretary 
A. H. Hassinger, Secretary 
Wells T. Bassett, “ 


Grad F. & M. 


INSURANCE CO. 


of Philadelphia 


Organized 1853 
Statement January 1, 1925 
ASSETS AND LIABILITIES 


Capital ....$1,000,000.00 
Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities 


Net Surplus. 


3,213,098.14 
1,260,934.06 


Assets .....$5,474,032.20 


Policyholders’ Surplus 
$2,260,934.06 














Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Waite ~aeene Vice-Pres. and West. 
ate A Racer. Secretary 


A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CoO. 
of Philadelphia 
Organized 1854 
Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital ....$ 600,000.00 
Reserve Reinsur- 
ance Fund and 


Reserve for all 
other liabilities 


Net Surplus. . 


2,575,127.95 
1,000,362.98 


. .$4,175,490.93 


Policyholders’ Surplus 
$1,600,362.98 





Assets 











H. Schmitt, President 

Neel Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. 


Mgr 
bg = Hathaway, Secretary 
A. H. Hassinger, ecretary 
Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 


of Pittsburgh, Pa. 
Organized 1866 
Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital ....$1,000,000.00 
Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities 


3,751,385.75 
Net Surplus. . 


501,427.56 


Assets .... .$5,252,813.31 
Policyholders’ Surplus 
$1,501,427.56 














LOYAL TO FRIENDS, AND 
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Lumber Conditions 
Improve in Florida 


WOOD SELLING DRIVE STARTS 
Lumbermen and Mill Owners Cleaning 
Up Conditions in Order to Get 
Lower Insurance Rates 





Jacksonville, Fla. Aug. 17.—Co-inci- 
dent with a nation-wide movement to 
re-establish yellow pine to maximum fa- 
yor comes a decided tendency to improve 
insurance conditions in the manufacture 
of this highly important product of the 
South. Recently many of the Southern 
mills have had on what they call a 


“dense pine publicity campaign,” and a 
trade. extension program of rather stu- 
pendous proportions is about to be in- 
augurated by the National Association 
of Lumber Manufacturers to resell lum- 
ber, and largely pine, to the people as 
a stable and enduring building product. 

It is proposed to spend five millions 
of dollars in this trade extension move- 
ment, having it carry the story of wood 
in every attractive and compelling way. 
A large advertising firm in New York 
has been brought into the action, with a 
sales expert of more than national repu- 
tation, and an office routine in Washing- 
ton, D. C., that will provide the right 
kind of support to all that is done. Sub- 
stitutes for woods have been lavish in 
their advertising expenditures for the 
last few years so that wood manufactu- 
rers have watched their product slide 
down the Pr of favor to well-nigh the 
lower rung, and old mill men have seen 
buildings and interior construction come 
to grow practically every substance save 
the output of the forests. 

Took Many Chances 


Through all of this has run the mat- 
ter of insurance. For many years the 
stock companies took fearful chances on 
wood-working risks of all descriptions. 
The losses have always been heavy. Lit- 
tle or no attention was paid fire pro- 
tection facilities or fire prevention ideas. 
lf barrels were set out there was hardly 
ever water in them, and the pails that 
were to be used were for the most part 
wood and empty and soon dropped apart. 
There was a sort of fatalistic notion on 
the part of the owners and largely of 
the insurance company underwriters. 
They knew the hazard was bad and the 
danger great. But they ran along, rais- 
ing the rates constantly until the owners 
cried out in distress and many of them 
made a dash to the open arms of the 
mutuals. Like an overdose of sweets 
that looked good when the feed was on, 
the mutuals soon found themselves 
gorged. Owners dropped back to stock 
in many cases and began to think along 
lines of protection and it looked like 
there might be a return to the fold of 
the stock company agents at least some 
of the lost commissions. 

But it has been a hard job. Prone to 
take risks, the stock companies re- 
assumed many lumber obligations, dar- 
ing to hold on and wait for the pro- 
prietors to make improvements, which 
were slow coming, and have lost a lot 
of money. Naturally the trek reversed 
itself and cancellations were prolific. 
Mill and yard men refused to see the 
light and instead of making improve- 
ments, complained at and quarreled with 
the insurance companies. Some of them 
ran back to cover in the mutuals only 
to find that these of the most enduring 
type demanded better conditions. They 
began to hear more of prevention meth- 


ods than of low rates, to learn that 





sprinklers and sprinklered risks are not 
a bed time story of the underwriters. 
“Put steam jets into your dry kilns and 
detach you boiler rooms,” fell upon their 
‘ears from all sides. They were told 
about extinguishers, night watchmen and 
time clocks by most of the fellows from 
whom they expected sympathy. It got 
to be real annoying that in order to se- 
cure insurance they had to observe cer- 
tain rules and regulations, establish and 
maintain certain policies, keep their un- 
derwriting promises and be good insur- 
ance wise as they were in other business 
departments. 


The Seed Well Sown 


But the seeds were ‘well sown. The 
conditions in Florida may be taken as 
somewhat of a criterion. There has not 
been a great deal done to better the 
risks but the leaven is working. The 
retail men in the state have an insur- 
ance man at the head of their insurance 
committee. They have through him high- 
grade engineering service, available for 
addresses and talks, information and 
suggestion. The engineers find out what 

each mill or yard may do to better its 
rates and make it more popular with 
the underwriters. They issue bulletins 
for the education of the owners, instruc- 
tions for the managers and minute and 
detailed charts for the workmen. ‘The 
Florida firm handling this business is 
W. M. M’Crory Company, Jacksonville. 
“Mac” knows the lumber situation as 
few men know it and his engineers are 
trained to get at the facts. 

When the Florida Lumber and Mill- 
work Association met August 12 and 13 
at Tampa, they had insurance as a a3 
jor question of the program, with J. ‘ 
Rhudy, one of the M’Crory pot Tat 
to lead the discussion. He told them not 
to look upon their insurance as an ex- 
pense but an investment, the soundest 
investment a business may make. “You 
are peculiar,” he said, “in that you can 
largely control the cost of this invest- 
ment by the arrangement and the up- 
keep of your plants.” 


TO BOOST LOCAL BOARDS 
National Aeencintion : to Aid Fire Agents 
In Starting Many More Local 
Organizations 
The National Association of Insurance 
Agents is lending its support to a major 
campaign for the creation of many more 
local boards all throughout the country. 
This is principally an outcome of the 
agreement between the agents and Na- 
tional Board companies whereby local 
boards are to play a more prominent 
part in the settlement of local problems. 
As the National Board agreement with 
the agents of the country is considered 
liberal and advantageous to the latter 
if is incumbent upon the agents to in- 
stall boards in localities where there are 
none now so that the agreement may 

become really effective. 

Hundreds of towns and districts al- 
ready have their local boards of fire 
underwriters, agency organizations, but 
as many if not more districts have no 
such local bodies. They are necessary 
for the correct supervision of fire under- 
writing, for the correction of many evils, 
and for the interchange of information 
and ideas. The local board idea is grow- 
ing, but not as rapidly as many would 
have it. Therefore the National Asso- 
ciation is sending out field secretaries 
to co-operate with state associations in 
going into towns where local boards do 
not exist and arousing the agents to 
form these protective bodies. 





Great American 
Insurance Company 


Choose 


Company 


~- NewPork  % 


INCORPORATED - 1872 


Choose 


Company 


[STATEMENT JANUARY 1. lee 


PITAL 


$12, 500.000.00 


21.7 


16, sai" 


Ser 73 FOR ALL SorHER LIABILITIES 


£20.96 
280. 58 


50.774,00 1.54 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$29,041,280.58 


$175,146,238.21 


HOME OFFICE, ONE LIBERTY ST. 
NEw YORK CITY 


WESTERN DEPARTMENT 


310 S. Michigan Ave., Chicago, Il. 


C. R. STREET, Vice-President 


PACIFIG DEPARTMENT 


233 Sansome Street, San Francisco 


CLIFFORD CONLY, Manager 


BOSTON OFFICE 
ROGERS & HOWES, Managers, 1 Liberty Square, Boston, Mass. 


MARINE DEPARTMENT 
NEW YORK—Wwm. H. McGee & Co., General Agents, 11 So.William Street 


SAN FRANCISCO—George L. 


West, Manager, 233 Sansome Street 


CHICAGO—W=wm. H. McGee & Co.,Gen'l Agts., Lusurance Exchange Bldg. 
AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 








LOCAL PREMIUMS INCREASE 





Figures for Manhattan and Bronx Re- 
flect Better Business Demand For 
Insurance; Home Leads Field 
Concrete evidences of, increased busi- 
ness activity and prosperity in Greater 
New York City were reflected in the 
fire insurance premiums written on prop- 
erty in Manhattan and the Bronx during 
the first six months of this year. These 
premiums increased about 5% over the 
same period last year, totaling approxi- 
mately $19,082,000, compared with $18,- 
064,035 for all companies in the first 
half of 1925, and $17,690,000 for the first 
six months of 1924. Crum & Forster 
was the leading agency with $969,023 in 
premiums, with the Central Fire Agency, 

Inc., a close second with $946,178. 

Among the companies - Home again 
led with $931,296, with the Great Ameri- 
can second with $719,001. Other com- 
panies in the first ten were the United 
States, Continental, Liverpool & London 
& Globe, Royal, North River, Globe & 
Rutgers, Insurance Company of North 
America, and the Aetna. 


LAFAYETTE FIRE'S AGENT 


The Lafayette Fire has appointed Kuhn 
& Lowery, Inc., their agents. William 
J. Sadleir has been discontinued as agent 
for the Lafayette Fire and Fred E. 
Schmidt & Son, Inc., for the Commercial 
Union. 


ACTS ON BOARD CLAUSES 


The executive committee of the New 
England Insurance Exchange, at a meet- 
ing last Saturday, reported disclaimer 
and demolition clauses which will be uni- 
form with the clauses of the Boston 
Board of Fire Underwriters. The board 
demolition clause will be modified in 
some respects, while the disclaimer 
clause has been adopted intact. These 


clauses will come up for action at the 
next meeting, 


VERMONT AGENTS’ MEETING 


The Vermont Association of Insurance 
Agents will hold its annual meeting on 
the afternoon and evening of Wednes- 
day, September 1, at Burlington, Vt. Ed- 
wi urd C. Stone, United States manager 
of the Employers Liability, and Chaun- 
cey S. S. Miller, publicity manager of 
the North British fleet, will be among 
the speakers. The afternoon session will 
be held at 2:30 at the Ethan Allen Club, 
and the banquet will begin at 6:30 p. m. 
at the Hotel Vermont. 


APPOINTED STATE AGENT 


The Svea and the Hudson companies 
have appointed J. O. Beck, of Lafayette, 
Ind., state agent for Indiana, Illinois 
and Missouri, effective September 1. Mr. 
Beck has had extensive field experience. 
He.has resigned his: position as state 
agent of the Firemen’s and the Girard 
in Indiana to accept this appointment. 





GUARDIAN 
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Established 1860 Under the Laws of the State of New York 
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Globe & Rutgers 





FIRE INSURANCE COMPANY 


111 William Street, New York 





January Ist, 1926 


ASSETS 
3onds and Mortgages.. $234,850.00 





U.S. Liberty Bonds__-. 509,100.00 
Government, City, Rail- 
road and other Bonds 
and Stocks_________- 55,891,606.30 
Cash in Banks and Of- 
ie tes eit 2,018,4382.41 
Premiums in Course of 
Collection ..2..2..2: 8,662,122.87 
Interest Accrued ___-__- 148,180.80 
Reinsurance Recover- 
able on Paid Losses_. _—_—_ 157,804.20 
$67,922,096.58 


LIABILITIES 


Sanareaainniag $3,500,000.00 
er eT ee 24,161,948.85 
Reinsurance Reserve__ 20,265,572.73 
Losses in Course of Ad- 
| 6,839,580.00 
Commissions and other 








Twenty-seven Years’ Progress 


ASSETS 
Dec. 31, 1899 $529,282.59 
Dec. 31, 1920 42,765,374.55 
Dec. 31, 1925 67,922,096.58 


Surplus to Policy. Holders 


seoansil a ttle aig 7,150,000.00 
Reserve for Taxes_____ 1,005,000.00 
Reserve for Deprecia- 

 ieskreeensdee aie 5,000,000.00 
$67,922,096.58 

RESERVE SURPLUS 
$26,832.54 $3,038.94 
16,593,764.16 11,361,311.89 
20,265,572.73 24,161,943.85 


$27,661,943.85 





C. E. JAMESON, President 


LYMAN CANDEE, Vice President 

J. H. MULVEHILL, Vice President and Secretary 
W. L. LINDSAY, Secretary 

A. G. CASSIN, Assistant Secretary 





W. H. PAULISON, Vice President 

J. D. LESTER, Vice President 

A. H. WITTHOHN, Secretary 

M. J. VOLKMANN, Local Secretary 
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Pennsylvania Agents’ 
Meeting Next Week 


COMMISSIONS 





BIG QUESTION 
Convention at Scranton Will Be Strictly 
Business Meeting; Large At- 
tendance Expected 





The Pennsylvania Association of In- 
surance Agents has this year shorn its 
program for the annual convention at 
Scranton of all entertainment features 
in order that the local agents attending 
may devote all their time to important 
problems coming up in the business ses- 
sions. The agents have even been re- 
quested to leave at home all golf equip- 
ment and pocket flasks, usually consid- 
ered almost indispensable baggage at an 
annual gathering. 

The convention opens at 10 a. m. on 
August 26 in the Chamber of Commerce 
Building at Scranton, and the agents 
will have an opportunity of hearing the 
new $50,000 pipe organ presented by 
President L. A. Watnus of the Com- 
merce Chamber. Mayor E. B. Jermyn 
will deliver the address of welcome, to 
be responded to by R. L. Rodgers of 
Erie. President H. E. McKelvey of the 
Pennsylvania Association will be pre- 
sented to the gathering by President R. 
H. Keffer of the Scranton Insurance As- 
sociation, 


Commission Problem 


Thursday morning’s session will be ta- 
ken up with the President’s address, and 
reports of the treasurer, secretary, and 
the editor of the “Pennsylvanian.” All 
afternoon will be given over to a pri- 
vate session for members only at which 
Past-President Kenneth H. Bair will 
talk on the proposed Eastern Underwrit- 
ers Association and the revisions of com- 
mission agreements. 

On Thursday night a banquet and 
dance will be held at the Hotel Casey, 
hotel convention headquarters. 

Discussion of the development of lo- 
cal boards will feature Friday morning's 
session. Abram S. Galland of Wilkes- 
Barre, and C. H. Doescher, field secre- 
tary of the National Association of In- 
surance Agents, will be the speakers. 
W. S. Diggs of Pittsburgh will deliver 
a talk on “Why the Association.” 

On Friday afternoon, pending legisla- 
tion on State fire insurance funds and 
compulsory automobile insurance will be 
taken up for discussion, together with 
the reports of the resolutions and nom- 
inating committees and the election of 
officers, 

Wives of the delegates and other wom- 
en attending will be taken on an auto- 
mobile ride Thursday afternoon and on 
Friday they will inspect the Woman’s 
Institute of Domestic Arts and Sciences 
and also the International Correspond- 
ence School. 





NEW N. F. P. A. CHAIRMEN 
_The National Fire Protection Associa- 
tion has announced the following ap- 
pointments of chairmen of technical 
committees: Garages (new committee), 
H. E. Howell, 85 John Street, New York; 
safety to life (building exits code), E. 
S. Chapin, Room 407, Manhattan Build- 
ing, Philadelphia; salvaging operations, 
John Ashmead, 85 John Street, New 
York; zoning (new committee), R. P. 
Miller, chairman, 342 Madison Avenue, 
New York. 





MADE INSURANCE COUNSEL 
Norman S. Jones, of Hamilton, Ont., 
Canadian manager of the Northwestern 
Mutual Fire Association of Seattle, has 
een appointed insurance counsel and 
supervisor of the Retail Merchants’ As- 
Sociation of Canada. 





ON THEIR WAY TO ENGLAND 

Lewis Laing, manager for Canada of 
the Liverpool & London & Globe, 
sailed the other day for England from 
Montreal. He was accompanied by his 
wife and daughter. They expect to re- 
turn some time in September. 


Romantic Career of 
New Commissioner 


EINAR BARFOD WAS A SAILOR 





Became Reporter and Made Regulation 
of Public Service as Head of 
Bureau of Securities 





The new insurance commissioner of 
Pennsylvania, Einar Barfod, has had a 
picturesque career. 

Mr. Barfod has been Deputy Secre- 
tary of Banking since the creation of 
the Bureau of Securities in 1923. Wal- 
ter J. Fallows, who has shared the man- 
agement of the bureau with Mr. Barfod, 
will remain in full charge. Barfod’s new 
position pays $7,500 a year, an increase 
of $1,500 over his former post. 

Announcement of the appointment 
created great surprise at the capitol, as 
few thought he was being considered 
for the position. In announcing the ap- 
pointment, Governor Pinchot compli- 
mented Mr. Barfod’s ability and styled 
him a “fearless and effective public ser- 
vant.” 


Ran Away to Sea 


Einar: Barfod was born in Denmark, 
near Copenhagen, in 1875, the son of 
a well-to-do physician. He is fifty-one. 

When a boy, he ran away to sea and 
sailed “before the mast” and later as a 
mate on every sea and into virtually 
every important port of the world. 
About twenty-five years ago he was on 
a vessel in which a member of the crew 
developed beri-beri, a dread tropical dis- 
ease, after a stop at an Oriental port. 
One by one the members of the crew 
were stricken and died until, when the 
vessel was sighted in distress off the 
Delaware capes, there were not enough 
able-bodied men left to work the craft. 

The sick were brought to Philadelphia 
and Barfod alone survived. He was 
taken to the German Hospital, now the 
Lankenau, penniless, a stranger in a 
strange land, who could neither speak 
read nor write English, but got along 
during his long stay in the hospital 
through his cgmmand of German. 

On his recovery, he was given a job 
as orderly at the hospital and after he 
had picked up a smattering of English, 
he attended night school. His last sea- 
going experience had cured him of any 
love of the sea. Through meeting news- 
paper reporters who called at the hospi- 
tal for news he conceived the idea of 
taking up newspaper work, and after 
his graduation from night school he ob- 
tained a position as a reporter. 

While at the hospital he had fallen 
in love with a young Lutheran deacon- 
ess connected with the institution, and 
they were married as soon as he was 
able to make a living for both. Mrs. 
Barfod died a few years ago. Barfod 
has remarried, 


Dug Up Facts About Swindlers 


In time he came to devote all his at- 
tention to the ferreting out and exposing 
of “get rich quick” schemes. He had 
a part in the exposure of many of these, 
including the International Lumber Com- 
pany swindle, for which several men 
went to prison. His relentlessness in 
pursuit of stock swindlers was said to be 
due to the fact that American swindlers 
had robbed his father of his entire pos- 
sessions. Barfod’s brothers had entered 
one or another of the professions and 
he was destined to be a lawyer, but when 
his father was impoverished by the swin- 
dlers the youngest son went to sea to re- 
lieve his father of the burden of his sup- 
port. 





C. R. WATSON 

The death of Charles R. Watson, vice- 
president of Harris & Watson, San 
Francisco underwriters, last week came 
as a shock to his many friends. He was 
at one time vice-president and managing 
underwriter of the Eagle Fire. For sev- 
eral years he traveled through the Mid- 
dle West and along the Atlantic Coast. 
He was connected with the largest in- 
dependent general agency in California. 























A company 


that advertises its agents 


Alliance Insurance is always advertised as 


something to be obtained 


through 
Agents. 


Furthermore, the part that the agent plays in 
Serving the policy-holder is given as much 
emphasis as is the protection provided by the 


company. 


Alliance Agents, therefore, get the utmost 
benefit from the series of strong advertisements 
being run in THE SATURDAY EVENING 


POST on Alliance Insurance. 


THE ALLIANCE 


INSURANCE COMPANY 


of Philadelphia 
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_ Dealers in 
Fire Insurance Stocks 


J. K. RICE, JR. & CO. 





Investment Satisfaction 


‘Investors (not speculators) seek securities which 
Essential Field and a Broad Field of business; which are not preceded 
by Senior Capital Obligations; which enjoy the benefits of Competent 
Management, conforming with operating standards Publicly Approved 
and Enforced; and whose Dividend and Enhancement Possibilities are 
enlarged by Diversified Sources of Income for the issuing companies. 


—All this, and more, is offered by the Well-Selected Fire Insurance 


stock—Our Statistical and Trading Departments have helped many 
Satisfied Investors make such selections—We will gladly serve you— 


J. K. RICE, JR. & CO. 


EQUITABLE BUILDING 
120 Broadway 
New York City 


Dealers in 
Unlisted and Inactive Listed 
Stocks and Bonds of 
Industrial, Railroad, Utility, 
Mercantile and Other Corporations, 
Insurance, Bank & Trust Co. Stocks 








Private Telephone to Hartford, Conn. 
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McCulloch’s Resignation 


(Continued from page 1) 


more than 30 years of intimate contact 
with the public business. The record 
he and his side partner, W. J. Fallows, 
have made in the Bureau of Securities 
is a most remarkable one. It is because 
of his most unusual capacity to get at 
the bottom of such problems as come 
before the Department of Insurance that 
I have asked him to take the commis- 
sionership. I am deeply gratified by his 
acceptance.” 

Rumbles concerning the reasons for 
the appointment of Barfod were heard 
on Capitol Hill shortly after announce- 
ment was made. One of the rumors had 
to do with an alleged row between cer- 
tain insurance interests and the State 
Workmen’s Insurance Fund. 

This fund is operated by the State and 
hands back a nice sized annual rebate to 
concerns which insure in it. Some in- 
surance companies have been desirous of 
stopping this, and certain political inter+ 
ests are said to be demanding the com- 
plete abolition of the fund. 

Governor Gains Control 

Recently there have been hints of a 
disagreement among the members of the 
board having charge of the fund and it 
is said the rebate due insurers has been 
held up for months. State Treasurer 
Lewis and Insurance Commissioner Mc- 
Culloch are understood to be accused of 
holding back the rebate. They form a 
majority on the board and the other 
member is Richard H. Lansburgh, Sec- 
retary of Labor and Industry. With the 
appointment of Barfod as Insurance 
Commissioner the Pinchot administra- 
tion appointees will control the board 
and Treasurer Lewis will be in a min- 
ority. 

Another rumor was that an investiga- 
tion would be ordered soon of an in- 
surance company said to be dominated 
by Joseph R. Grundy, Bristol manufac- 
turer and Kepublican politician. From 
time to time it has been hinted that 
certain politicians were believed to be 
carried on the payroll of this company. 
Their duties, so far as anyone could 
ascertain, appeared to consist largely of 
political activity in behalf of the Grundy 
faction. At one time it was rumored 
the books of this insurance ‘concern 
would be summoned to Washington by 
the Reed Investigation Committee for 
examination, 

Whatever is back of the Barfod ap- 
pointment is highly displeasing to Grun- 
dy lieutenants, who were unable to con- 
ceal their dissatisfaction. It was openly 
known that Barfod was slated for dis- 
missal as head of the Securities Bureau 
if Fisher became Governor. Barfod and 
the other deputy in charge of the bu- 
reau, W. J. Fallows, form a majority, 
State Banking Secretary Peter J. Cam- 
eron being the minority member. 

Sustained Against Fisher 

Numerous disagreements are said to 
have developed, with Barfod and Fal- 
lows outvoting Cameron on registrations 
and policies of the bureau. Governor 
Pinchot, it is generally known about the 
Capitol, has sustained the judgment and 
the action of the two deputies. One 
of his first stands in their behalf was 
in a matter in which John S. Fisher, the 
Republican nominee for Governor was 
interested. The Governor’s indorsement 
of action by Barfod and Fallows is said 
to have been responsible for the break 
which existed for some time between 
the Governor and Fisher. 

Fisher is regarded as having sniped 
from ambush at the work of the bureau, 
operating in the guise of attorney for 
registrants. Refusal of the bureau to 
register at least one concern, which the 
bureau heads are said to have branded 
as a rank fraud, is said to have incensed 
Fisher. He appealed to Governor Pin- 
chot, but the latter sustained the judg- 
ment and action of the bureau. 

It is hinted that promises have been 
made by someone to “loosen up the 
operations of the bureau” in the future. 
Banking Secretary Cameron, who served 


as a deputy in the Banking Department 
under Fisher when the latter was com- 
missioner, is known to have taken pre- 
liminary steps looking forward toward 
the operation of the bureau minus Bar- 
fod’s services during the expected Fisher 
administration. 
Carnegie Trust Case 

The Governor is said to have sum- 
moned Secretary Cameron before him 
today prior to the announcement of the 
Jarfod appointment. The Banking Sec- 
retary is reported to have incurred the 
displeasure of the Governor on a num- 
ber of occasions in the last three years 
by his methods in the Banking Depart- 
ment and is said to have done so par- 
ticularly following the failure of John A. 
Bell, Pittsburgh financier and politician, 
which resulted in the closing of three 
banks in Western Pennsylvania early 
last year. 

The Carnegie Trust Co. was the only 
one of the three institutions under the 
supervision of the Banking Department. 
The State’s investigation into its affairs, 
which led to the arrest and conviction 
of Bell, were regarded as having been 
taken out of the hands of Secretary 
Cameron by Governor Pinchot, who ap- 
pointed his own investigators. 

As an aftermath of the Bell failure 
an investigation of certain bonding com- 
panies, which were alleged to have been 
monopolizing the bonding business of 
Pittsburgh and Allegheny counties 
through influence of Republican machine 
politicians, was ordered by Attorney 
General Woodruff. Insurance Commis- 
sioner McCulloch was said to be not in 
sympathy with the probe. The findings 
of the investigators never have’ been 
made public. Senator Max G. Leslie, 
head of the Allegheny county machine, 
declined to respond to a summons to tes- 
tify before the investigators, who were 
without adequate authority to compel 
him to do so. 

The new Insurance Commissioner is 
a native of Denmark. In 1902 he was 
graduated from Drexel Institute, Phila- 
delphia, and was employed for several 
years on newspapers in that city. As a 
reported, he exhibited a penchant for un- 
covering swindles and for all work that 
called for a considerable amount of per- 
sistent effort and investigation. 


MR. McCULLOCH’S CAREER 
With Pennsylvania Department Contin- 
uous Since 1883; Several Times 
Was Commissioner 
Samuel McCulloch was one of the 
most popular of insurance commission- 
ers and worked under great handicaps 
in view of the unusually large number 
of companies in the state and the way 
in which the department’s hands were 
often tied by politicians, including 

povernors. 

Mr. McCulloch was first named insur- 
ance commissioner in 1909 to succeed 
David Martin, who resigned to become 
registrar of wills.in Philadelphia. For 
many years he was deputy commission- 
er. In 1912 Governor Tener removed 
Mr. McCulloch and named Charles John- 
son as commissioner. Mr. Johnson made 
Mr. McCulloch deputy commissioner. 
He was filling that job—in reality run- 
ning the department—when Pinchot 
made him commissioner again. 

Mr. McCulloch was born October 30, 
1857, at McCulloch’s Mills, Juniata 
County. He comes of a family which 
has resided in Pennsylvania for more 
than 165 years, his forebears having 
been early settlers in the Juniata Valley 
and soldiers in the Revolution. 

Mr. McCulloch entered the employ of 
the Cambria Iron Co., Johnstown, before 
he was twenty. He left to become a 
clerk in the State Insurance Department 
under Commissioner J. Montgomery 
Forster, before being appointed a deputy 
commissioner by Commissioner George 
W. Loper. 

















A man is relieved and gay when he has put 
his heart into his work and done his best; but 
what he has said and done otherwise shall 
give him no peace. 

—Longfellow. 


HOUGHTFUL considerate 
and prompt attention to the 
interests of its agents and policy- 
holders through a capable field 
staff backed by sympathetic and 
alert attention from its officials 
whose aim is to promote mutual 
confidence through contact and 
cooperation. 


London & Scottish Assurance 


Corporation, Ltd. 
London, England 


_ United States Branch 
135 William Street, New York 
HORATIO N. KELSEY, Manager 
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Advertising Must 
Help Sell Insurance 


OTHERWISE IT IS USELESS 





W. W. Ellis of Commercial Union Says 
Agent Must Understand Advertising 
To Employ It Well 





Making advertising help sell fire in- 
surance was the subject of a talk deliy- 
ered yesterday before the Wisconsin 
Local Agents’ Association, by W. W. 
Ellis, manager of the sales promotion 
department of the Commercial Union 
fleet. Mr. Ellis’s ability as a salesman 
was recognized publicly this year when 
he was elected president of the Insur- 
ance Advertising Conference. 

“Advertising, used properly, can do 
some important things for the local 
agent,” said Mr. Ellis. ‘Advertising, 
used properly, can help the local agent 
sell more business. Advertising can help 
the agent be a better agent. 

“Advertising to be advertising at all, 
and of value to the local agent, must 
help him sell. If it does not help the 
local agent get more business or get 
business more easily, then it should be 
discarded at once. The so-called adver- 
tising isn’t advertising at all. 

“I like the definition that ‘Advertising 
Is Printed Salesmanship.’ Granted that 
advertising is ‘printed salesmanship’ then 
it functions somewhat along the lines of 
an insurance salesman. 

Major Divisions of a Sale 

“A sale can be roughly divided into 
three major parts: 

“1, The approach—meeting or locat- 
ing the prospect for a certain line of 
insurance. 

‘2. The demonstration — advancing 
the reasons for buying a certain line of 
insurance. 

“3. The close—getting the order for 
the insurance. Your advertising must 
fit into those points and help you with 
each one of them, 

“Are you running a hit or miss agency? 
Are you talking rent insurance one min- 
ute, use and occupancy insurance an- 
other minute and fidelity bonds later on? 

“To use advertising properly, you 
must so organize your time that you 
can devote a certain part of every day 
for two or three weeks to a campaign 
of selling a certain line. 

“You will need to go over the list of 
prospects in your town for a certain line 
of insurance—take rent insurance for 
example—you must decide in your own 
mind the most economical way of pick- 
ing the names of property owners who 
will be interested in rent or rental value 
insurance. You may know that you can- 
not afford to spend the time to see 
every dwelling house owner on your list 
to find out if they can be interested in 
rental value insurance. You can, how- 
ever, send each of them a_ personally 
addressed letter, giving some of the rea- 
sons for their protection together with 
the small cost. 

“Enclose a return postal, or ask for a 





telephone call, or even see each name 
on the list later on. You have worked 
out definite prospects, you have system- 
atized your work, you have interested 
them in the line, you are bound to sell 
more business, you are a better agent! 
Advertising—in this case, called direct 
mail advertising, has made you a better 
agent and a better salesman, because it 
narrowed your list of prospects and 
paved the way for sales. 


Following Up Disasters 

“You will have, in the course of the 
ne xt six months, a definite message to 
give to property owners in your locality. 
After a serious windstorm or explosion, 
such as we had in the East a few weeks 
ago, or a disastrous fire in some nearby 
town, every one is thinking about the 
disaster. They should read your mes- 
sage in the local newspaper, their inter- 
est will lead them to take the definite 
suggestion that you are making. Your 
effort must be to show them the results 
of what a similar catastrophe would do 
to their property. Offer protection and 
show them how they can get it—from 
your agency. You have used adver- 
tising in another definite way. You 
have used a local and important happen- 
ing as additional selling points for buy- 
ing a certain line of insurance. You 
have used newspaper space to help you 
sell. 

“As part of your ordinary selling talk 
or demonstration you should use the 
material that the companies send you. 
When the prospect tells you he will think 
it over, you can leave with him a strong 
selling argument, as prepared by one of 
your companies or yourself, so that. the 
force of your points will not be entirely 
lost with him. Again you are using 
advertising to help you sell. 

“If you have six manufacturers in 
your town who should be carrying use 
and occupancy insurance, the relative 
importance of these lines makes it im- 
perative that you have definite facts to 
present to. them personally. From the 
advertising and selling help supplied by 
your companies you have an opportun- 
ity of building up a strong and convinc- 
ing selling talk. Work with the six 
prospects, advancing such selling mate- 
rial as you feel will help your sale. 


Proportion Expense to Results 

“Tt would certainly not be logical for 
you to prepare an expensive advertising 
campaign to sell six policies. You must 
pick and choose the logical lines for you 
to specialize on, in advertising, exactly 
as you must pick and choose the proper 
form of advertising to best reach your 
prospects. 

“T do not believe that four different 
folders or pamphlets from four different 
companies on four different subjects will 
convince or help your sale with any one 
prospect on any one line. You have 
wasted your money in sending them out, 
you have wasted the companies’ money 
in their preparation and you stand a 
good chance of antagonizing the people 
to whom they go. Use company mate- 
rial to advance your selling to definite 
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REPRESENTING 
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Local Agents, Attention! 


After a long experience as an underwrit_r and in production 
as executive of a prominent fire insurance company, I have de- 
cided to devote my energies to local agency work in some city 
or town of 250,000 people or less. 
a connection in a small town in the East if I can hook up with 
some agency which is progressive, 
where I can make my experience and abiilty to sell insurance 
and to make property owners understand their insurance needs 
I am open to overtures which will result either in the 
sale of a local agency to me or to buy an interest in such an 


Box 1046, 
THE EASTERN UNDERWRITER, 


86 Fulton Street, New York, N. Y. 


I have no objection to making 


has good connections and 














Commissioner Frowns On 
Some Late Innovations 


AGENTS’ RIGHTS ENDANGERED 





Wisconsin Department Discusses Auto 
Group Policies, Finance Risks, Master 
Lloyd’s Policies and Other Coverages 





Commissioner of Insurance Johnson of 
Wisconsin talked to agents on depart- 
mental problems at the convention of 
the Wisconsin Association of Insurance 
Agents held on August 18 at Eau Claire, 
Wis. He declared that the extension 
of credit for the payment of insurance 
premiums beyond sixty days without in- 
terest is in violation of the law and a 
practice that should be stopped. Agents 
indulging in this practice work a finan- 
cial hardship on the company. ‘The 
butcher and grocer must be paid, so why 
not the insurance company ? 

The attitude of the Wisconsin depart- 
ment is that agents in fire and casualty 
companies are not permitted to extend 
to the assured credit beyond a_ period 
of sixty days without interest. The com- 
missioner also critized the evil of “non- 
taken” business. 

New Coverages 

He also commented briskly on some 
of the new innovations that have made 
their appearance in insurance. Along 
this line he said: 

“The legitimate business of the right- 
thinking and right-minded agent is be- 
ing endangered by new forms or inno- 








prospects on definite lines of insurance, 

“You will find that in building your 
selling talk on a definite line of insug- 
ance and using company material to 
supplement your own personal efforts, 
that you are a more convincing 
and a better salesman.” 





talker 


vations of insurance that are not per- 
mitted by law and that do not come 
within the range of orderly supervision, 
It is safe to say that any new innova- 
tions presented under the guise of in- 
surance over which the state has no 
supervision will injure the interest of the 
agent and will result in disappointments 
and losses to the insuring public. New 
innovations that have made their ap- 
pearance and come to the attention of 
the department are: Automobile group 
policies; accident and health policies is- 
sued under a master policy to guarantee 
or pay to the finance company the in- 
stallments in the event of the purchas- 
ers’ disability—or death; vendor’s agree- 
ment of guarantee and insurance cover- 
ing all kinds of installment purchases; 
laundry insurance insuring the value of 
the dirty linen in the event of loss or 
destruction ; rent-a-Car ; guaranteeing 
your baggage against loss when check- 
ing at the railroad station; a policy of 
insurance issued under a master policy 

By London Lloyd’s or other unauthor- 
ized company — promising indemnity 
against loss by fire if books and papers 
are destroyed by fire while in a particu- 


lar make of steel filing cabinet or safe, 
and many others. 
“If there is a need for these forms 


of coverage, they should be authorized 
by law and should be brought within 
the scope of orderly supervision. 

“There appears to be a field for ‘guar- 
antee insurance’ and an effort should be 
made to provide for this under a new 
subsection under the classification of the 
kinds of insurance which may be trans- 
acted under Section 201.04, and _ thus 
clearly define what insurance or guar- 
antee can be offered under the designa- 
tion of “guarantee insurance.” 

He said that companies which are 
withdrawing from writing farm insurance 
risks are working a hardship on the 
agents and every effort should be made 
to remedy the situation. 
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Street Tells What 
Hinders Insurance 


ARE TOO MANY RESTRICTIONS 


Great American Vice-President Says Ad- 
justments Are Too Loose; 
Need Rate Increases 

Charles R. Street, Chicago, vice-presi- 
dent of the Great American, made sev- 
eral plain-spoken and interesting state- 
ments about what is the matter with 
fire insurance in a talk he gave yester- 
day before the annual convention of the 
Wisconsin Association of Insurance 
Agents. Mr. Street, who served several 
vears as an executive with the America 
Fore companies before joining the Great 
American, is one of the leading under- 
writers in the West. 

In discussing the causes of fire in- 
surance Mr. Street listed them broadly 
as, involving the failure to forecast in 
1919 the near future of fire insurance or 
to guage properly gencral business con- 
ditions, the rather negative results of the 
companies to make themselves under- 
stood with the public and the lessening 
of restrictions on underwriting and ad- 
yustments which have brought their na- 
tural results at a time when the coun- 
try in general is prosperous and the 
vreat American fault of carelessness is 
more evident, respect for law is at its 
lowest ebb and economy is advertised as 
a fault rather than a virtue. 

In Wisconsin Mr. Street showed that 
the average rate for 1921 was $.96; in 
1925, $.86. The loss ratio in 1921 was 56 
per cent. and in 1925 had risen to 64 
per cent. Thus while rates have come 
down, losses have gone up. The inevi- 
table results of such figures, according 
to Mr. Street, must be an upward re- 
vision of fire insurance rates. On the 
subject of rates, Mr. Street said: 

Now Trying to Better Conditions 

“The companies, while entitled to in- 
creased rates, evidently are trying to do 
their share in improving the record 
through a closer regulation of compe- 
ution, if possible; through the better 
control of the adjustment situation. | 
do not expect less in recognition of their 
responsibility and surely they can do 
more.” 

On the subject of anti-discrimination 
laws and other legal restrictions which 
hinder the progress of fire insurance, 
Mr. Street declared that the business 
would function with more advantage to 
the public, at less cost in the long run, 
and at much less expense to those whose 
capital furnishes the security of stock 
fire insurance if the business were re- 
lieved of all restrictions other than those 
guaranteeing solvency and the payment 
of reasonable taxes. 

Mr. Street asked for the co-operation 
of local agents in helping to reduce the 
number of loose adjustments, saying that 
large amounts of money were needlessly 
expended on the overpayment of claims. 

“In ironing out our mutual troubles,” 
said Mr. Street, “and | believe that the 
process is really under way, there has 
recently been a conference between com- 
mittees of the National Board and of 
the National Association of Insurance 
Agents which has agreed upon certain 
fundamentals, of which you are advised. 
The matter of ‘not taken’ policies, an 
item which had become a serious leak in 
company operations and which should 
have been’controlled long ago, is one of 
them, and the comparative ease with 
which an agreement was reached is an 
evidence of the value of such confer- 
ence and co-operation.” 

With regard to competition, Mr. Street 
stated it as his belief that fewer com- 
panies should carry all the business, and, 
without reservations, there should be 
fewer agents. He believes the standard 
of the business would show marked im- 
provement if it were possible to limit 
more closely the number of agents and 
their qualifications, while believing that 
there is not in the country today a so- 
called qualification law which accom- 
plished the purpose for which it is in- 
tended. 


AGENTS ADD TO PROGRAM 
Actual Sales Demonstration and Explan- 
ation of Compulsory Auto Plans 
To Be Included 

Added features have been tacked on 
the program of the thirty-first annual 
convention of the National Association 
of Insurance Agents which’ will be held 
at Atlantic City, N. J., September 21-24. 
“These are an accident and health sales 
demonstration and the presentation of 
the subject of compulsory automobile in- 
surance by a member of the Committee 
of Nine. 

A list will also be presented to the 
convention showing the fire insurance 
companies which have adopted the prin- 
ciples concerning not-taken policies, ex- 
tension of agencies into financial insti- 
tutions, payments of balances and gov- 
ernment encroachment in private enter- 


prise. Advertising and public service 
are the other big topics. The former 
will be considered from the viewpoints 
of a local board and the individual agent. 
Hotel reservations for the convention 
can be made through the Insurance Club 
of Atlantic City, located at the Ambas- 
sador Hotel. Reductions of 25 per cent. 
from the regular summer rates of the 
Ambassador have been secured. The re- 
duced rates for double occupancy range 
from $9.00 to $12.00 a day, European 
plan. Rates for single occupancy are 
$3.00 less. The entertainment program 
is being prepared by a committee of 
which Harry L. Godshall is chairman. 


RETURNS FROM VACATION 
Paul D. Sommers, vice president of 
the American of Newark, has returned 
from his vacation of three weeks, which 
he spent with his family at his bunga- 
low at Green Pond, N. J. 





KYODO FIRE, LICENSED 

The Kyodo Fire, of Osaka, Japan, 
which was recently licensed in New 
York, has been admitted to fourteen 
other states for the purpose of trans- 
acting fire reinsurance by treaty only, 
The United States managers for the Ky- 
odo Fire are Fester, Fothergill & Har- 
tung, 110 William Street, New York City, 
The United States assets of the company 
are $605,046. 


RULES ON DUST REGULATIONS 
The American Engineering Standards 
Committee has approved the several reg- 
ulations dealing with the prevention of 
dust explosions prepared jointly bythe 
National Fire Protection Association and 
the United States Department of Agri 
culture as tentative American standards. 








ASK ANY FIREMAN’S FUND AGENT ANYWHERE 


For sixty-three years the guiding prin- 


ciple of the Fireman’s Fund Insurance 


Company has been to achieve success by 


deserving it; to write a fair contrac, and 


to construe it liberally in favor of the 


assured; to take agents and brokers into 


full fellowship in the high privilege of 


serving the insuring public adequately, 


honestly and economically. 


FIRE, AUTOMOBILE and MARINE INSURANCE 
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Agent Wins Praise 
Of Coal Companies 


FOR SERVICES DURING STRIKE 





F. R. Bell, Charleston, W. Va., Induces 
National Board to Change Soft 
Coal Booklet’s Error 
An excellent and striking illustration 
of how an insurance agency can unself- 
ishly render service to the business of 
its clients and its section of the country 
was provided recently by the Patterson, 
Bell & Crane Co., Charleston, W. Va., 
when it brought to the attention of the 
National of Fire Underwriters 
certain misstatements in a booklet call- 
ing attention to the alleged dangerous 
use of soft coal in furnaces in the East 

where anthracite is burned generally. 

After Frank R. Bell, president of the 
agency, and former president of the Na- 
tional Association of Insurance Agents, 
had called the attention of the National 
Joard to the fact that certain kinds of 
soft coal, notably those mined in the 
New River and Pocahontas fields of 
West Virginia, did not produce great 
volumes of smoke and soot, the National 
Board investigated the matter and then 
gracefully and willingly changed the 
pamphlet in question. This was appre- 
ciated highly by both the insurance 
agents of West Virginia and the coal 
operators in the fields in question. 

The circumstances of the case were 
these: Frank R. Bell received one of 
the copies of the National Board circu- 
lar, entitled “Stacks of Trouble,” and 
sent out by a company in Philadelphia. 
One paragraph stated that “the wide- 
spread use of soft coal during the past 
winter, especially in the East where most 
furnaces are designed for the consump- 
tion of anthracite, has led to a condition 
that is dangerous.” 

Coal Dealer Thanks Agent 

This pamphlet Mr. Bell forwarded to 
the New River Coal Co. of Charleston, 
W. Va., miners of New River coal. In 
reply President Caperton called the 
marked paragraph unintentionally mis- 
leading and thanked Mr. Bell for his 
thoughtfulness. 

“There were all kinds of coal used in 
the Northeast during the anthracite 
strike,” wrote Mr. Caperton, “by deal- 
ers who were ignorant as to the class 
of coal they were getting, but the circu- 
lar referred to does not discriminate, but 
puts the blame of soot and danger of 
fires just as much up to our low vola- 
tile coals as they do for the high vola- 
tile. No such condition could obtain 
from the use of low volatile coals.” 

Mr. Bell then took the matter in hand 
by communicating with President Kurth 
of the National Board, Chairman George 
Bulkley of the executive committee, and 
Walter H. Bennett, secretary-counsel of 
the National Association of Insurance 
Agents. He pointed out that the smoke- 
less soft coal mined from West Vir- 
ginia alone amounts annually to about 
50,000,000 tons. This figure does not in- 
clude the same class of coal mined in 
Southern Virginia, Pennsylvania and 
Maryland, and it was against this class 
of coal which the National Board book- 
let inadvertently seemed to discriminate. 

Mr. Bell also got in touch with Sec- 
retary FE. J. McVann of the Smokeless 
Coal Operators’ Association of West 
Virginia, with headquarters in Wash- 
ington, and directed him to explain to 
General Manager Mallalicu of the Na- 
tional Board, why the coal operators 
wanted the text changed slightly in the 
booklet under discussion. Knowing that 
the National Board did not want to 
broadcast any misleading or untrue 
Statements, Mr. McVann wrote a long 
letter on the soft coal situation. Mean- 
while Mr. Bell and Mr. Bennett had 
secured the consent of the National 

oard to discontinue temporarily dis- 
tributing the booklet. The West Vir- 
8inia Association of Local Agents also 


Joard 


protested against the wording of the 
pamphlet. 


Furnaces Not for Restricted Use 


In his letter to the National Board 
and to Mr. Bennett, Mr. McVann stated 
that furnaces in use in the East are 
not designed primarily for hard coal use 
but for any kind of coal or wood. The 
New England Governors’ Fuel Commit- 
tee, after a study of the situation in their 
states during the strike, stated that the 
flues and furnaces in those six states 
would burn without difficulty and with- 
out danger the low volatile smokeless 
coals of southern West Virginia. 

“They did this,” wrote Mr. McVann, 
“because they found out that these low 
volatile smokeless coals were not only 
free from soot but from smoke as well; 
that they did not clog the flues and 
would not produce an accumulation of 
dangerous gases. The smokeless coals 
of southern West Virginia are practi- 
cally as low in volatile content as an- 
thracite coal, although they are much 
softer in structure. They are high in 
fixed carbon and will produce more 
B.T.U.’s weight for weight than anthra- 
cite, and in addition no more than one- 
third of the ash left in anthracite com- 
bustion. 


“Thirdly, it is only the high volatile, 


long flame, gaseous coals that produce 
the soot and smoke, and this class of 
coal is not produced at all in the smoke- 
less field of southern West Virginia. 
It is only through the ignotance or 
carelessness of retail coal dealers that 
these sooty, smoky coals were distrib- 
uted largely in the East during the an- 
thracite suspension of last winter, be- 
cause they could have obtained plenty 
of low volatile coal from West Virginia, 
Maryland and Pennsylvania. 

Mr. McVann went on to say that 
Cleveland, Toledo, Detroit, Chicago, St. 
Louis, Indianapolis and other cities, burn 
principally West Virginia smokeless coal. 





PARKER SUCCEEDS SMALL 

Grenville M. Parker, special agent of 
the Insurance Company of North Amer- 
ica for Connecticut and western Massa- 
chusett’, has been appointed head of 
the service department of the company 
for the same territory, succeeding Lewis 
H. Small who resigned recently. Mr. 
Parker is a Yale man, class of 1918, and 
has been with the North America since 
graduation. He will be assisted in his 
duties by W. J. Fowler, special of the 
Philadelphia F. & M., and A. J. Du- 
Plessis, automobile superintendent of the 
North America group. 
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FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 

ANOVER is an absolute assurance of 
the security of its policy. 
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“AMERICA FORE" 


What is protection? 


Often in the event of fire, a fortune or the life of a business 
depends upon the kind of insurance protection carried. 
clients look to you, their insurance adviser, to tell them how to 
cover adequately their property in a substantial company. 


When a fire occurs a policy in the American Eagle will com- 
pletely protect both your client and the reputation of your 


AMERICAN EAGLE 


FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK.N.Y. 


ERNCST STURM, CHainman of tHe Boaro: 
PAUL L.HAID, Presivenrt. 


CASH CAPITAL ‘ONE MILLION DOLLARS 


CHICAGO ° 


SAN FRANCISCO 
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Companies and Agents 
Have Been On a Spree 


SHARP CRITICISM GIVEN BOTH 
St. Louis Veteran Says Saner Practices 
Must Prevail In Appointments 
and Underwriting 
George D. Markham, former president 
of the National Association of Insurance 
Agents, and a leading agent of St. Louis, 
Mo., thinks fire insurance practices, m- 
cluding appointments and underwriting, 
have been running wild and that if the 
business is to be saved there must come 
reforms. He has written his views on the 
subject in brief for The Eastern Under- 

writer. 


By George D. Markham 


Don’t think that the 
needs an honest facing of the facts by 


you business 
managers and agents? 

When managers cry out that rates are 
too low the public laughs, because it sees 
city flooded 
agents put in to get more of this busi- 


every with incompetent 
ness which is complained of as unprofit- 
able. The actions of the companies belie 
their words. 

More managers must come to sincere 
repentance, if the business is to be made 
better. They must really feel that they 
must disregard volume and try to seek 
for agents who can make a profit for 
them at existing rates. Then managers 
will unite to put the business in good 
shape instead of just fighting for a big- 
ger share of the premiums, good or bad. 

Called a Shameful Practice 

When a real demand arises, among the 
companies, for competent agents then 
will cease that shameful practice of ap- 
pointing several agents to represent (or 
rather misrepresent) the same company 
in the same field. Shameful because it 
destroys the loyalty of the agent to the 
company, makes him careless in under- 
writing and practically notifies him to 
look out for his own earnings, first, last 
and all the time. Shameful because it 
increases losses and expenses, to be paid 
untimately by the policyholder, just to 
run up one company’s volume above an 
other’s. It has debauched the agents; it 
has wasted the public’s money; it never 
helped the insurance business a particle; 
it was like any other surrender to appe- 
tite—wholly demoralizing. 

Sut what is the agent’s part in bring- 
ing back sound conditions into our busi- 
ness? He must pay a price, also. He 
has had a spree while this period of re- 
laxed standards has lasted. He has not 
needed to scan critically the offerings of 
business. He could, and usually did, 

° ° ° Si 
write anything that was not afire. He 
could lord it over his companies because 
if they did not like it they could get out 
and he knew he could have any number 
of companies to take their places. Then, 
too, he could write enormous lines and 
his companies did not dare to check him 
for fear he would cut off the business. 
So the agent was master because there 
were too many companies seeking for 
places in the agencies. 

Sole Agencies and Net Lines 

But the agent must expect, if the com 
panies return to sanity, sole agencies and 
net lines, to find all these conditions re- 
versed. He will have difficulty, in a 
large-premium city, in obtaining compa- 
mies enough, and he will have to serve 
his companies faithfully, in underwriting 
skill and in prompt obedience to instruc- 
tions, if he would hold them. His spree 
1s over; he must go back to work. But 
most of the good agents will welcome a 


« 


return to the sole-agency, net line sys- 
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WANTED 


Automobile Fire and Theft General Agency for Oregon. 


BOX 1042 
THE EASTERN UNDERWRITER 
86 Fulton Street, New York, N. Y. 


Can offer good 




















experience, 





Agency Superintendent wanted by large Insurance Company. Only those 
having broad experience will be considered. 


Write stating age aud 


Box 1041 


THE EASTERN UNDERWRITER 
86 Fulton St., New York, N. Y. 




















A-1 business. 


WANTED 


Fire Insurance General Agency for Oregon. 


BOX 1043 
THE EASTERN UNDERWRITER 
86 Fulton Street, New York, N. Y. 


Can offer good volume of 














Assistant Managing Underwriter. 
salary expected. 








APPOINTED ADMINISTRATOR 
Mrs. Irene Papp Gets Papers of Admin- 
istration for Estate of Frank 
Papp, Jr. 

Papers of administration were granted 
last week by the surrogate to Mrs. Irene 
Papp of West Orange, N. J., for the es- 
tate of her husband, Frank Papp, Jr., 
who was a member of the insurance firm 
of Papp & Dane, of Newark. 

Mr. Papp was drowned on August 4, 
while swimming at Sea Side Park, N. J., 
where he’ and his wife were spending 
their vacation. Mr. Papp left no will. 

In Mrs. Papp’s petition she stated that 
her husband's estate amounted to $15,000, 
There was no real estate. 

Mr. Papp is survived by his widow, 
his mother, Mrs. Rose Vicol, two sisters, 
Irene and Helen, and one_ brother, 
George, all of New York City. 





INCORPORATES AGENCY 

Another agency that received their 
charter of incorporation during the past 
week was the Lewis Agency of Tren- 
ton, who conduct a general fire agency. 
The incorporators named include Abra- 
ham S. Lewis, Charles N. Schragger and 
Gladys M. Ward. 








tem. They are tired of being lost in a 
crowd of incompetents. They would like 
to see authority limited to the loyal and 
competent men. 

Surely Wilfred Kurth was right when 
he said that the companies must purge 
the business of unnecessary waste before 
the public will grant higher rates. Why 
not begin on the manifest waste of mul- 
tiple agencies and absurd reinsurance ? 
Outlaw these practices after a certain 
date. Immense support would come to 
such a move. But will they do it? 


WANTED. 


By an American Fire Insurance Company, man with broad experience as 
Write stating qualifications, age and 
Box 1040 
THE EASTERN UNDERWRITER 
86 Fulton St., New York, N. Y. 














NOW HAS PAID FIRE DEPT. 





Board of Underwriters Instrumental in 
Establishing Paid Fire Dept. in 
N. J. Factory Town 
Through the efforts of the Board of 
Underwriters a paid fire department has 
been established in Denville, N. J. An 
old schoolhouse will be transformed in- 
to a fire house and an American La 
France motor fire apparatus capable of 
pumping 1,000 gallons a minute will be 

installed. 

A meeting of the Township Committee 
was held last Tuesday when the charter 
of the fire department was granted. The 
department will consist of forty-five 


‘members of which Benjamin Kinsey has 


been made chief, . 

Within the past year several factories 
have been erected in the township and 
with those which have been in opera- 
tion for some time, the Board of Under- 
writers felt that it was time that the 
antiquated volunteer apparatus should 
be replaced with more modern fire ap- 
paratus. 





STAMPING OFFICE DISCUSSED 

The question of what office or offices 
should be established in New Bruns- 
wick, Nova Scotia, now that the Fire 
Underwriters of New Brunswick have 
approved the introduction of the stamp- 
ing system in the Maritime Provinces 
and the Nova Scotia Board seems favor- 
ably inclined, is being thoroughly dis- 
cussed. The prevailing opinion is that 
one office could do the stamping for all 
three provinces. 


LICENSED IN VIRGINIA 
The New York Underwriters’ Insur- 
ance Company, successor to the New 
York Underwriters, has been licensed in 
Virginia. The company was organized a 
year ago. 








NET SURPLUS 


CONTINGENT RESERVE FUND 
ASSETS 


Smith, President 


. Alton 
. Breed (Automobile) J. H. Crane 


C. C. Hewitt 














National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1926 
RT ee ee ee ee Pe re ee PPT rT $ 3,000,000.00 


Ce 
Cee ese eseserseeeseeeeeeeseseseseses 


Sea Ave ie ’g RAI inte A ashe han aia aalies ols BDL a Oa 90 38,202,776.74 
TOTAL SURPLUS TO POLICYHOLDERS 


e ? S. T. Maxwell, V.-Pres. & Sec’y G. F. Cowee, Secretary 
. Layton, Vice-President C. B. Roulet, Secretary 


Assistant Secretaries 
H. B. Collamore 





23,773,604.08 
11,429,172.66 

700,000.00 
15,129,172.66 


G 
R. M. Anderson, Secretary 
F. B. Seymour, Treasurer 


. Petersen (Marine) 
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Write Reinsurance On 
Profit Sharing Basis 


PROTECTS THE 





System, Now Generally Confined In 
London to Japanese Risks, Seems 
To Possess Merit 





Although the case for the abolition of 
the “profit treaty” system is being urged, 
there is today a “profit treaty” system 
in operation which, it is believed, proves 
satisfactory to all concerned. In Japan, 
where it is the custom for one company 
to accept the whole of the insurance on 
a vessel or fleet, and then to re-dis- 
tribute the risk by means of reinsurance, 
there is not a sufficient outlet in the 
country for the whole of the amounts 
to be reinsured. Much of this surplus 
business goes to London, and for many 


years past there have been current 
“treaties” with Japanese companies 
which in many cases have proved ex- 
tremely profitable. These treaties are 
not effected on the rates originally paid, 
but on a scale of rates which takes into 
consideration the age of the vessels to 
be insured, and which is further modi- 
fied by the granting of special discounts 
for certain of the better known owners, 

There is no question of the original 
contract governing the reinsurance con- 
tract. The re-insuring underwriters 
know exactly what rates they will get 
on vessels in well defined categories, and 
it is their own fault if by an error of 
judgment they accept rates which are 
inadequate. This, however, was certainly 
not the case when first these contracts 
were effected, for they proved extreme- 
ly profitable. 

This fact was apparent to the re-as- 
sured, as it was to the re-insurer, and 
when it was found that the premiums 
left a handsome profit after the risks 
had run off, the astute Japanese under- 
writers gave the question their deep con- 
sideration. 

Negotiations followed, which resulted 
in an arrangement which exists today, 
and which has proved satisfactory to all 
the parties involved. It is no less than 
the return of a definite percentage of 
the profits made by the re-insurer to 
the re-insured. The method of computa- 
tion, the period to elapse before the 
profit is calculated and other necessary 
details, are all stipulated in the contract, 
and in the considerable period during 
which this system has been in practice 
it is believed that the effects have proved 
satisfactory. 

The merits of a system of this nature 
are self-evident. The re-assured has the 
interests of the re-insurer ever before 
him, since the more profit the re-insurer 
makes the greater will be the return 
made to the re-assured, who, in the 
meantime, receives adequate protection, 
If no profit is made the re-assured re- 
ceives no return. If a good profit is 
made the re-insurer has to pay back a 
substantial sum, but this is immaterial, 
since it is proportionate to a much larger 
sum which he retains. So far as the 
writer knows, this profit sharing treaty 
is only in practice with regard to Japa- 
nese business, which is, admittedly, of 
a special nature. There seems to be no 
reason, however, why it should not be 
applied to other classes of business. 


BOSTON PREMIUMS INCREASE 

Fire premiums reported to the Boston 
Protective Department covering the first 
six months of 1926 totaled $4,861,898, as 
compared with $4,772,978 for the corre- 
sponding period of last year. The Home 
led with $111,877, and the following were 
high up in the list: Hartford, $104,210; 


Globe & Rutgers, $94,025; Royal, $93,- 
524; Aetna, $87,715; Liverpool & London 
& Globe, $79,837; National of Hartford, 
$78,947 ; Fidelity-Phenix, $77,745; and In- 
surance Company of North America, 


$77,655. 


RE-INSURER ' 
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T. B. Donaldson Raps 
Stand of Auto Ass’n. 


CALLS PROTEST INCONSISTENT 





Says Officials Who Condemn Measures 
Requiring Auto Insurance Are 


Undoubtedly All Insured 





Thomas B. Donaldson, associate man- 
ager of the Eagle Fire of Newark, and 
former insurance commissioner of Penn- 
sylvania, does not join with his insur- 
ance confreres in condemning legisla- 
tion to require that all auto drivers shall 
establish that they are of financial re- 
sponsibility or purchase insurance. And 
he does not mince words in condemning 
the recent pronouncement of the Ameri- 
can Automobile Association that such 
legislation would be inimical to the auto- 
mobile owning public. 

Stating to The Eastern Underwriter 
that he sees no reason against compul- 
sory automobile insurance, Mr. Donald- 
son said: 

“The A. A. A. and all auto clubs or 
organizations that I ever knew of, in- 
veigh against anything which places 
taxes or costs upon auto purchasers. In 
other words, sales promotion propa- 
ganda. ; 

“The five points put out against ‘com- 
pulsory requirements’ are on a par with 
the crow-cawings of our insurance fra- 
ternity. Not a fact is set forth. Noth- 
ing but visionary fear. The long-term 
purchase plans (auto sales financing) 
have swamped our highways and our 
police patrols through the multiplicity of 
cars and trucks and buses. The fears I 
have aren’t for the future. They are for 
right now. Every time I cross a street, 
other than one rigidly guarded with the 
block system, my rear parts convulse 
into my stomach and my stomach re- 
treats to join with them, so that I may 
evade a wallop from front or rear from 
a tangle-foot motorist who owns about 
one-third of his car. Some 23,000 of 
us were killed, and heaven knows how 
many injured, in 1925, by the motor ve- 
hicle. The A. A. A. suggests that thou- 
sands of drivers would be penalized be- 
cause of ‘comparatively few motorists 
who are financially responsible. My, 
my! Reverse it—‘the tens of thousands 
of finally irresponsible motorists’—and 
the conclusion is more accurate. 

Protects Auto Owner Likewise 


“In all the buncombe put out to try 
(and futilely) to prevent sane legisla- 
tion, | have yet to hear one person state 
the inviolable truth that liability cover 
is as much for the protection of the 
driver as for the injured third party. 
Our legislation (compulsory  require- 
ment) came apace because of the insol- 
vency of offending drivers. How many 
people do you know who could, without 
difficulty, raise $10,000, or even $5,000, to 
pay a liability judgment? How many of 
those now driving could raise either 
amount? I'll wager the percentage is so 
small as to be shocking. If they did 
‘raise it’ the home would be mortgaged, 
and other debts incurred. Another name 
for disaster! 

“The A. A. A. mentions the certainty 
of ‘state insurance.” If this is meant 
to appeal to insurance agents and brok- 
ers, I'll retaliate by saying that the 
same result is reached (loss of commis- 
sions on premiums) when the various 
auto clubs speedily organize their own 
stock or mutual or reciprocal carriers. 
I wonder if the A. A. A. encourages this 
as a pretext for more members for local 
clubs ? 

“Tl wager that the A. A. A. officials 
all carry auto liability insurance. Every 
careful person does. So, if they carry 
it, why preach to others not to carry 
it? Ask them, and get their reasons for 
the OTHER fellow not carrying it. 

“The A. A. A. folk are good people. 
I detest seeing them ramp off on flat 
tires (and in a futile campaign) to in- 
Veigh against something that the driver 
4s well as the public are entitled to— 
Protection. 


39 Nozzles On Fire 
Boat Port Houston 


7,000 GALLONS PER MINUTE 





New Diesel-Electric Vessel Recently Put 
In Service Has All the Latest 
Improvements 





Many marine underwriters had the 
privilege of watching the new fireboat 
“Port Houston” in action at the last con- 
vention of the National Fire Protection 
Association at Atlantic City. Others 
have heard of this new Diesel-electric 
fireboat built for Houston, and represent- 
ing the latest word*in fire-fighting ves- 
sels, but know nothing about her powers 
and dimensions. A description of the 
ship appears in the latest issue of the 
“Quarterly” of the N. F. P. A. and ex- 
tracts from the article follow: 

“The Port Houston is 125 feet 10 
inches long overall, 27 feet 0 inch beam 
and with a draft of 8 feet 6 inches. Her 
power equipment ‘consists of two main 
and one auxiliary generating units. The 
main sets are composed each of one 500 
horsepower 6-cylinder Diesel engine 
turning .at 420 r.pm. and direct con- 
nected with a 350 kw., 500-volt generator 
and a 25 kw., 125-volt exciter. The aux- 
iliary set consists of a 165 horsepower 
6-cylinder Diesel engine turning at 425 
r.p.m. and direct connected with a dou- 
ble generator having a total capacity of 
100 kw. at 270 volts and belted to its 10 
kw. 125 volt exciter at the higher speed 
of 720 r.p.m. 

Power Plant Serves Double Purpose 

“These three sets constitute’ a power 
plant which serves the double purpose 
of providing electric power for propul- 
sion and electric power for pumping. To 
all intents and purposes the Port Hous- 
ton is an electric fireboat with electric 
power furnished by a Diesel-driven gen- 
erating plant. For propulsion two elec- 
tric motors of 260 horsepower each are 
used, turning at a maximum of 265 
r.p.m. For pumping, two 410 horsepower 
electric motors are used, direct connect- 
ed with centrifugal pumps and deliver- 
ing their rated capacity at 175 r.p.m. 
The main propulsion motors as well as 
the main pump motors operate on the 
500 volt circuit. The power available 
from the main generators is not suffi- 
cient to take care of all these motors 
at any one time. 

“The underlying idea of the installa- 
tion is that maximum power will be 
available for propulsion when the boat 
is hurrying to a fire and that full power 
will be available for the pumps when 
the fireboat arrives at the scene of op- 
erations. This still leaves the maneuver- 
ing of the boat at the fire to be taken 
care of, and it is for this purpose that 
the auxiliary generating set has been 
installed, namely, it provides a total of 
100 kw. which can be split up between 
the twin propelling motors to operate 
them at reduced power and speed when 
the power from the main generating sets 
is being completely utilized in the pumps. 
The three Diesel engines are all of Win- 
ton make; the electric equipment has 
been supplied by the Westinghouse firm 
and the big pumps are of Worthington 
manufacture. 

7,000 Gallons Per Minute 

“These two big pumps can_ supply 
3,500 gallons per minute at a pressure 
of 300 pounds per square inch, or a 
maximum of 7,000 gallons per minute at 
150 pounds per square inch. Altogether 
there are 39 nozzles distributed around 
the boat, and when water is being 
pumped through all of them simultane- 
ously it represents something like a 








“T fail to see just why the A. A. A. 
or any normal individual would want to 
campaign against sensible legislation, 
which, by its nature, is to prevent the 
unfit from endangering life and limb of 
normal drivers and pedestrians. Legis- 
lation of the sort will be preventive, as 
well as protective. What more could 
one desire?” 
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cloudburst. All these nozzles can be 55 Fifth Ave. . New York 
brought to bear in any direction or they WESTERN DEPARTMENT 
can play their streams in different di- Wrigley Bldg., 410 N. Michigan Ave. 
rections. Chicago 

“In point of maneuverability she repre- PACIFIC DEPARTMENT 
sents, of course, the practical zenith. N. W. Cn Sa and Sacramente Sts. 
7 . r an Francisco, Cal. 
Nobody can deny that in this respect 
electricity is much handier than either 
steam or the straight drive of internal- 
combustion engine. Intrinsically her — 
own fire hazard is a minimum, because 
she wses for fuel not a highly flammable 
like gasoline or a moderately flammable 
fluid like kerosene, but a grade of fuel 
oil generally regarded as having a very 
small fire risk. It does seem a little 
strange, however, that a ship of this 
character, which will be called upon to 
fight fires in fairly restricted areas in a 
big oil shipping port where burning oil 
may escape from short tanks and form 
an extra hazard on the water, is not 
herself protected against fire. 
“The Harris County Houston Ship 
Canal Navigation District Commission 
are the owners of the ship, which was 
designed by Cox & Stevens of New York 
and built by the Bethlehem Shipbuilding 
Corp. at the Harlan yard at Wilming- 
ton, Del.” 


J. Campbell Haywood 
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STOPS WRITING FIRE LINES 

Members of the Connecticut Valley 
Tobacco Association have been advised 
by the association that it will be neces- 
sary for them to secure fire insurance 
on tobacco in the sheds, until such time 
as it is delivered to warehouses, from 
companies regularly writing fire insur- 
ance. The reason given for this is that 
the mutual insurance company, which has 
heretofore carried this insurance, will 
confine its operations to hail insurance 
in the future. Since the organization 
of the company two years ago, the to- 
bacco has been covered against both hail 
and fire under the blanket policy form 
written to the amount of $400 an acre. 
The reason given for this change is the 
many fires last year, which gave rise to 
numerous complications in making ad- 
justments. 


ENTERED IN MICHIGAN 
The Saint Paul-Mercury, casualty 
running mate of the St. Paul Fire & 
Marine, has been licensed to do a gen- 
eral casualty business in Michigan with 
the exception of fidelity and surety. 


Lv AGENTS Young Ir 


“Is that a Miracle 
LIVE AGENT S Wife 
It certainly is, Son 
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NEW CHAMBER MEMBER 
Grossman & Associates, general insur- 
ance agents, have been elected members 


of the Jersey City Chamber of Com- 
merce. 
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SCoReeneRERSE TES 


Ship Owners Liable 


For Unseaworthiness 


MUST PAY FOR CARGO DAMAGE 





Federal Court Holds “Grace Dollar” 
Was Not in Proper Shape During 
Bad Season of the Year 





A Federal Court in the Northern Dis- 
trict of California has held that the 
steamer “Grace Dollar” was totally unfit 
to encounter bad deather reasonably ex- 
pected in the North Pacific during the 
stormy season of the year and has en- 
tered decrees for libellants for cargo 
damage to various shipments. The case 
is that of the American Finance & Com- 
merce Corporation and other plaintiffs 
against the “Grace Dollar” and the Dol- 
lar Steamship Line. The court’s opinion 
held that a steamship company must 
take reasonable measures to keep its ves- 
sels seaworthy for the protection of car- 
go or be responsible for damage. 

Judge Kerrigan delivered the opinion 
and said in part: 

These are libels brought against the 
S. S. “Grace Dollar,” to recover for 
damage done to various shipments of 
beans, peanuts, and rice on a voyage 
from the Orient in January, 1925. All of 
the damage was done by salt water, 
which found its way into various por- 
tions of the vessel because of alleged 
unseaworthiness. 

It is admitted that on the termination 
of the voyage there was a leak in the 
No. 1 port hold through the skin of the 
ship ; that there also was a leaky rivet 
in the No. 4 port hold; that hatches 
Nos. 1, 2, and 3 leaked; and that the 
flanges of the main deck ventilators 
were in a leaky condition. 


Defense Based on Weather 
The defense relied on is that the ves- 
sel encountered boisterous and heavy 
weather, sufficient to have caused the 
damage; that due diligence was exer- 
cised to make it seaworthy; and that the 
loss is to be attributed to perils of the 


sea. 

Libellants’ proctors argue that the 
weather encountered was neither un- 
usual nor unexpected at the time of year 
in question, and that it did not amount 
to a peril of the sea as that phrase 
is now understood. (The Skipsea, 1926 
A. M. C. 71; The Rappahannock, (CCA- 
2) 184 Fed. 291, 294; The Arakan, 1926 
A. M. C. 191, 192; 11 Fed. (2d) 791, and 
cases cited.) 

Respondent on the other hand insists 
that a peril of the sea means only a 
peril which was sufficient to cause the 
damage in a particular case. 

Regardless of this issue, I think the 
libellants are entitled to prevail, because 
respondents failed to exercise due dili- 
gence to make their vessel seaworthy. 
Conceding that the weather was “suffi- 
cient to cause the damage,” now com- 
plained of, it by no means follows that 
injury would have been inflicted upon a 
vessel properly fitted to withstand a 
winter voyage in the Northern Pacific; 
nor does the evidence indicate that such 
would have been the case. 


Stanchions Removed 

Just prior to her onward voyage, the 
“Grace Dollar” was loaded with lumber 
at Portland, Oregon. At that time, un- 
der the directions of her master and 
without notice to Lloyd’s surveyor or 
to the Inspectors of Hulls and Boilers, 
about 20 of her movable stanchions and 
several of her permanent stanchions 
were removed. Some of these were un- 
bolted and others were burned out with 
acetylene burners. Some of the former 
were put back in Shanghai, but none of 
the latter were replaced. 

In Tsing Tau the vessel collided with 
a dock, breaking two of her frames and 
nding others. A surface of about fifty 


square feet was injured, but the only re- 
pair work done consisted in making a 
board framework and filling the space 
between the boards-and the skin of the 
ship with cement. 

The framework employed was not in- 
tended to give the patch any support, 
but only to hold the cement in place un- 
til it set. For obvious reasons it was of 
very little use, and leaked almost from 
the start. 

On the return voyage the ventilators 
were not plugged, but merely trimmed 
from the wind. In fact, they were not 
even covered until the second day out 
from Hakodate. Yet all of them leaked, 
and several on arrival were found to be 
so weakened, that it is inconceivable that 
any proper test of their seaworthiness 
was made at Shanghai. 

Defects Ignored 

At that port, however, defects in cer- 
tain rester bars were discovered; and 
about these admittedly nothing was 
done. Such action indicates, it would 
seem, the nature of the “diligence” with 
which ventilator rivets, hatch-coamings, 
and skin of the ship were examined and 
tested. 

Alf things considered, the “Grace Dol- 
lar” was totally unfit to encounter the 
weather reasonably (if not inevitably) 
to have been expected in North Pacific 
latitudes during the stormiest season of 
the year, and under such circumstances 
all doubts, if any exist, must be resolved 
against her. 

Where due diligence is shown to have 
been exercised, then it well may be that 
the primary question is whether or not 
the motion of the ship was sufficient to 
account for the damage. (The Polyne- 
sia, 30 Fed. 210, 211; The Craighton, 41 
Fed. 62, 63; The Warren Adams, 74 Fed. 
413, 415.) But here the necessary pre- 
requisite to that question is absent. 

Decrees for the libellants with costs. 


LIQUIDATE HANNEVIG COS. 


Liquidation of the Liberty Marine and 
the North Atlantic, two fire and marine 
writing companies ‘of this city, formerly 
controlled by Christopher Hannevig, of 
Christiana, Norway, has progressed so 
Pg yr peeae that a second dividend of 

1/3 per cent. has been declared fol- 
ol a previous dividend of 30 per 
cent. Avoidance of litigation and econ- 
omy of administration under Deputy 
Clarence C. Fowler, chief of the Liqui- 
dation Bureau, are the main reasons for 
the successful liquidations. The report 
shows that 11,623 claims were presented, 
nearly 10,000 of which were allowed by 
the liquidator. 








At a meeting of the board of directors 
of the New Jersey Insurance Company 
last week, a dividend of ninety cents a 
share was declared, payable on August 


31, to stockholders of record on August 
14. 








. Telephones: 








CHESTER M. CLOUD 


Metropolitan Agent 
Home Insurance Company (Automobile Dept.) 


Maryland Casualty Company (Casualty Lines) 

Harmonia Fire Insurance Company 

London & Scottish Assurance Corp., Ltd. Fire Insurance 
N. W. Corner Maiden Lane and William Street 

John 1363-5976 

New York City 

















GERMAN MARINE CLAUSE 





Effecting Marine Claims; Comnsignees 
Lax in Making Claims in 
Specified Time 


Steps have been taken by thie 
marine insurance companies, in the Cal- 
cutta trade, to avoid claims against ship- 
owners being repudiated on the ground 
that the consignees have failed to give 
notice of damage or loss within the spe- 
cified time stated in the bill of lading, 
and they have framed a clause which 
reads as follows: 

“In case of claims on marine risks the 
claim agent of the concern must be noti- 
fied within ten days after landing of 
the goods. Furthermore, the ship-own- 
er’s representative must be requested in 
writing within the time stipulated to in- 
spect the loss or damage. Non-observ- 
ance to these stipulations invalidates all 
rights of claim on the insurance com- 
pany.” 

It is customary to attach a rider to 
the policy which warns the assured that 
written notice must be made of any dam- 
age to the ship-owners at the time of 
taking delivery, or within three days of 
removal. Considerable laxity has been 
shown by some of the consignees in car- 
rying out this procedure, but under the 
new clause the underwriter will be re- 
lieved of any liability unless the con- 
signees comply with the proper proce- 
dure. 


German 





CARRIER’S RESPONSIBILITY 

In an opinion by Justice Proskauer of 
the Supreme Court of New York the 
ruling is made that the responsibility of 
a rail carrier in respect of goods for ex- 
port ends when the goods have been de- 
livered at the place specified in the rail 
bill of lading, and not where it may suit 
the convenience of the carrier to hold 
them pending ultimate delivery. The 
opinion follows: 





SPECIAL AGENT GALEM DIES 

The death of Joseph J. Galem, special 
agent of the Phoenix of London, head- 
quarters‘ at Oklahoma City, ,was an- 
nounced recently. Galem died in the 
Roosevelt Hospital, New York, after an 
operation for gall stones. He developed 
this trouble shortly after his arrival in 
New York for a vacation. He had been 
special agent for the Phoenix for seven 
years. 








APPLETON & COX, Inc. 


1 South William Street, New York 





AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,976,780.91 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $7,400,761.92 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,285,952.89 
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BUYS C. E. PARKER AGENCY 

Newton E. Arnold of Hartford, Conn, 
has purchased the Charles E. Parker 
agency, headed by the late C. E. Parker, 
and will conduct the business under the 
same firm name. The agency was 
started in 18605. Mr. Arnold, a native of 
Somers, Conn., was connected with John 
A, Kelly & Co, in New York City for a 
while, but later returned to Hartford. 
In 1907 he entered the service of the 
late Mr. Parker as manager of the locad 
agency and also handled the inland ma- 
rine business of the New England de- 
partment of the Insurance Company of 
North America. 





JOINS FACTORY INS. ASS’N. 


It has been announced that Frank D. 
Ross has resigned his position as super- 
intendent of the improved risk depart- 
ment of the Scottish Union and National 
Union at Hartford and has been ap- 
pointed assistant manager of the Fac- 
tory Insurance Association. He will as- 
sume his new duties on September 1. 
Mr. Ross is a graduate of the Massa- 
chusetts Institute of Technology. For 
four years was field engineer of the Un- 
derwriters’ Bureau of the middle and 
southern states. In 1920 he entered the 
New York office of the New York Un- 
derwriters’ Agency and in 1923 was made 
superintendent of the Scottish Union and 
National in Hartford. 





STICH AGENCY IN BROOKLYN 

The Stich Insurance Agency, Inc., has 
opened an office at 201 Montague Street, 
Brooklyn. It is the successor to the 
agency business of S. Stich & Sons, 957 
Broadway, which continues at the old lo- 
cation under the direction of S. Stich, 
assisted by Leo Stich. 

John S. Stich is president of the new 
corporation and is in personal charge of 
the office with Everett C. Stock as as- 
sistant secretary. The Stich Agency rep- 
resents in Brooklyn the following com- 
panies: the Mercantile, Home Fire & 
Marine, New Brunswick Fire, United 
States Merchants & Shippers, Tokyo 
and Assurance Company of America. 
For the Long Island and suburban ter- 
ritory it represents the Mercantile, 
Tokyo, United States Merchants & Ship- 
pers and Dixie Fire. 


I. S. BLACKWELDER DIES 


The death of I. S. Blackwelder, a for- 
mer president of the Western Union, at 
his home at Stanford University, Palo 
Alto, Calif., was announced this week. 
He was a native of the State of Illinois 
and was in his eighty-sixth year. He is 
said to have been the last surviving 
member of the board of insurance ad- 
justers that settled the losses involved 
in the famous Chicago fire of 1871. Mr. 
Blackwelder is survived by a widow and 
two sons. 





ST. LOUIS BUILDING DEAL 


The deal for the purchase of the St. 
Louis Club Building, 3667 Lindell Boule- 
vard, St. Louis, Mo., by the Central 
States Life, for $210,000 was consumated 
on July 29, according to an announce- 
ment of the real estate agents for the 
insurance company. 

The company plans to expend about 
$150,000 in remodeling and repairing the 
building, which was gutted by a fire in 
January, 1925, 
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Want Compensation for a Murder 


An award under the workmen’s com- 
pensation law will be sought by the wi- 
dow of Don R. Mellett, Canton editor, 
victim of gunmen, it was indicated this 
week when inquiry was made at the in- 
dustrial commission for the necessary 
blanks for such an application. 

Herman R. Witter, director of indus- 
trial relations, said such a claim would 
be difficult to decide, as a person must 
be killed or injured in the course of- his 
regular work to be entitled to compensa- 
tion. 


In the past, members of the indus- 
trial commission have ruled that “a 
newspaper man is always on duty.” 


Should this ruling still hold good, the 
widow and children of the Canton editor 
will be entitled to an award of $6.500 as 
well as the payment of all funeral ex- 
penses, 
ce * 
A Month of Conventions 

So many conventions are scheduled for 
next month that the insurance papers 
have thrown up their hands and will be 
unable to cover all of them. Atlantic 
City will be crowded with insurance men 
all month. Fortunately, it has plenty of 
hotel accommodation. 

Undoubtedly, all records for registra- 
tion at an insurance convention will be 
broken by the National Association of 
Life Underwriters. The underwriters’ 
associations in the vicinity are strong, 
and many insurance men from nearby 
cities, such as Newark, Philadelphia, Wil- 
mington, Camden, Trenton, Ocean City 
and Dover, will turn out and put in an 
appearance at the 
ten minutes. Accordingly, E. J. serlet, 
publicity manager of the association, is 
talking of registration in the thousands, 
I think the exact figure he is mention- 
ing now is 5,000. Convention optimists 
and stage salaries have never been known 
to be minimized. But discounting the 
optimists and the pessimists of registra- 
tion the life, underwriters’ convention 
will be plenty big enough and if there 
are 1,500 people at the second day’s ses- 
sion, ‘that will be sufficient for the com- 
fort of those attending as a speaker has 
to be a pretty good actor as well as 
having a powerful and well placed voice 
“to get over” to that many people. 

The program of the Life Underwriters 
has been immensely strengthened by the 
acceptances of Darwin P. Kingsley, pres- 
ident of the New York Life, and Alfred 
Hurrell, vice-president and counsel of 
The Prudential. 

Few men in the business are showered 
with so many invitations to speak as is 
Mr. Kingsley, who has that elusive qual- 
ity called literary style as well as an 
effective delivery. Inside, as well as out- 
side of life insurance, he has many de- 
mands upon his time, so that it is nec- 
essary for him to refuse most of the 
invitations he receives, 

Alfred Hurrell is not only gifted in in- 
tellect and decidedly influential, but his 
personality radiates force. If he lets 


convention if only for: 











himself go—which | hope he will at At- 
fanuc City—he will electrify the crowd. 
do here’s hoping there will arrive a time 
in the Hurreil address when he will — 
his dignified vice-presidential mantle, 
oly tor a few moments, scowl a oe, 
bang his fist and cut loose with one of 
his rattling, rousing, impromptus, not 
forgetting a little dash 1:um his satire 
salad, too, 
* * * 
Harold V. Smith in Town Again 

I try to keep track of the movements 
of Harold V. Smith, vice-president and 
secretary of the Franklin Fire, Phila- 
deiphia, and have not much difficulty in 
domg so since a daily newspaper, which 
features insurance, runs a_ paragraph 
telling whenever he makes the tong jour- 
ney trom Quaker Town to New York. 
Seeing such a paragraph the other day 
1 again interviewed Mr. Smith but did 
not find him at the executive offices of 
the Franklin Fire Insurance Co., Maiden 
Lane and William Street, as usual. In- 
stead he was taking in a performance 
of George White’s “Scandals.” I asked 
him if the visit to the theatre was for 
reasons of business or pleasure. 

“Strictly business,” he told me during 
the intermission. ‘there have been sev- 
eral fires in theatres recently in various 
parts of the country, and in at last two 
ot these losses the. origin of the fire 
was in the steam heating plant of the 
theatre. Word came to me of an inter- 
esting architectural and engineering ex- 
periment at the theatre in New York 
wnere the ‘Scandals’ is playing, 1. e., the 
show was described to me as so torrid 
that steam heat is unnecessary, as the 
production generates its own heat, being 
what is known as a ‘hot show.’ Of 
course, the weather these days is not 
such as to prove whether this is entirely 
correct or not, but | shall go again in 
the winter time when, as | understand 
it, the theatre will, according to present 
plans, not be artificially heated by steam 
or otherwise. If this experiment proves 
successful it will greatly reduce hazards, 
from a fire insurance standpoint, in such 
theatres as those housing Ziegfeld, Shu- 


bert and Karl Carroll shows. Undoubt- 
edly, too, it will eventually affect the 
rate situation for these risks, but you 


had _ better 
that.” 


see Sumner Khoades about 


* * * 
Living in Greenwich Village 

John McGinley, the John Street’ phil- 
osopher, has bought a house in Charles 
Street, New York, which means that the 
Travelers Casualty manager is now a 
Greenwich Villager. Although Green- 
wich Village is but fifteen minutes from 
most everything in New York—fifteen to 
the low New York skyscraper canyons 
and fifteen from the theatres and. shops 
—and it is tremendously advertised by 
word of mouth and by newspapers and 
magazines, largely because of the num- 
ber of artists and literary people in the 
section, who tell in print where they 
live; yet it is not a popular residence 


place to most New Yorkers, judging by 
the fact that you can travel for a long 
time in the district south of Fourth 
Street and not find a tall apartment 
house. 

What are known as “uptown people” 
who come to Greenwich Village gener- 
ally do so in order to live in a complete 
house, cellar to garret. 

It is one of the few places left on 
Manhattan island where it is possible 
for a man with a reasonable income to 
“own your own home.” The home needs 
a lot of fixing after you first take pos- 
session, as some of the Greenwich Vil- 
lage buildings were built and occupied 
by friends of Madison, Monroe, Tyler 
and Harrison. Anything this side of 
the General Grant Administration is 
comparatively modern. But people who 
own their own homes generally like to 
putter about and fix things up. 

I asked a real estate man why Green- 
wich Village, so convenient and so pop- 


ular (in the fiction stories) was not 
being built up into one of the fastest 
growing sections of the city. He said 


that much of the property’ was owned 
by Trinity Church Corporation, which is 
satisfied to keep what it has without 
modern development, and is not anxious 
to add laree sums to its income. For 
years Trinity Church Corporation has 
ranked among the first five realty own- 
ers of the town. 
* 
A Farm That Became a Mint 


Sitting in the Hotel Brevoort, Fifth 
Avenue and Fighth Street, with Mr. Mc- 
Ginlev. T was advised by him to look up 
the history of Sailor’s Snug Harbor, 
Staten Island, if T wanted to absorb a 
fascinating story. Sailor’s Snug Harbor 
is one of the largest owners of valuable 
proverty in the metropolis. 

“People all around here are paving 
rent to Ssilor’s Snug Harbor,” Mr. Mc- 
Ginley said, and continued: 

“There was an old sailor named Rand- 
all who made provisions in his will for 
the opening of a home for aged and 
infirm seamen. Also, he bequeathed to 
the home a farm in Manhattan Island. 

“You can imagine the growing value 
of that farm as part of it is at Eighth 
Street and Broadway, Wanamaker’s 
store being on it, and it runs East over 
to Fifth Avenne and thereabouts. So 
there is one old man’s home, at least, 
that doesn’t have to worry about its 
income.” 

Ae. * & 
Why They Are Permitted to Sit 

A twenty-five-year-old new officer of 
an insurance company recently made a 
speech to field men in which he said: 

“Tf it were not for the efforts of you 
men—so valiant. so spirited. so human— 
we at the head office could not sit in 
our swivel chairs.” 

* * * 
That Long Panama Trip 

Ts the long trip through the Panama 
Canal worth while, or is it a bore? 

FE. R. Perkins. assistant U. S. manager 


of the North British & Mercantile. re- 
cently back from this trip, says it is 
well worth the time consumed to make 
the journey. 
* # 
Becoming Close Friends 

The entente cordiale between the 

trust companies and the life insurance 


companies is growing everv minute. In 
various cities they are making speeches 
at each other’s dinners. 

* * 


Solicit Labor Unions 
There is a lot of soliciting of labor 
unions for group insurance going on 


nowadays. 
<_< «oF 


Fighting the Overpayment of Casualty 
Claims 


Occasionally a casualty broker asks a 
company office manager if he will not 
agree to pay $200 or $300 more on a 
loss than the adjuster estimates as the 
extent of the companys’ liability. 

“Why?” the manager will ask. 

“Because the assured is powerful and 
his business most desirable.” 


One of the managers answers in this 
way: “If Boss Olvany of Tammany 
took out a $50,000 policy in the New 
York Life today and died tomorrow and 
you were the agent, would you expect 
the company to pay the face of the 
policy or more because of political ad- 
vertising, publicity, or any other reason 
or pressure? If it were influenced to 
pay more than the face value of the 
policy because of the importance of the 
assured and his account would you not 
feel that it would pay less in the case 
of some one unknown or unsung; and 
then wouldn’t your confidence in the 
company be somewhat disturbed? We 
pay what the assured is entitled to get— 
not a cent more, not a cent less.” 

* * * 


No Trouble to Read Signatures 

One of the largest insurance companies 
in the country has instructed stenogra- 
phers to sign all dictated letters with 
the name of the man doing the dictating 
typewritten. He then signs his name 
above his printed name. ‘The reason for 
this is that so many business men have 
trick signatures which no one can read, 
The funny part of it is that the average 
man becomes offended when some one 
writes him a letter and misspells his 
name, even if he doesn’t write it so that 
it is legible. 

* * * 


Rosston Playing Polo 


David L, Rosston, the National Surety 
agent, whose identity as the facet furn- 
isher of a most interesting “Saturday 
Kvening Post” article, was divulged by 
The Eastern Underwriter last week, and 
who says he is making $100,000 a year, 
is young, a bachelor and has taken up 
polo, playing at West End, N. J 

* * * 


Diverting Talent to Its Proper 
Distribution 

IF. P. Pitzer, superintendent of the 
service division of the Equitable Life 
Assurance Society—in other words, ‘em- 
ployment manager—was the subject of 
an interesting article in the New York 
Sunday “World.” 

Discussing the old saying that “you 
can’t keep a good man down” and at 
the same time illustrating that the em- 
ployment manager is also human and 
has the best interests at heart of those 
in the service, he told of one youth who 
while supposed to be working for the 
Equitable Life Assurance Society spent 
most of his odd time in drawing. Mr, 
Pitzer asked him to draw a picture of 
everything in the room. The next day 
he said to the boy: 

“Well, | got your resignation yester- 
day.” 

‘The boy, startled, said: 
resign.” 

“Yes,” said his employer, 
tures were your resignation. 
fitted for your work here.” 

He then gave the boy a letter to a 
lifth Avenue interior decorator, saying, 
“1 think he’ll give you a job.” The boy 
got the job, became assistant to the dec- 
orator, and is now very successful. 

* * * 





“Why, I didn’t 


“those pic- 
You're not 


Advertising in Ancient Times 

Advertising was probably known in 
the days of Tut-Ankh-Amen. In the 
British Museum there may be seen a 
sheet of papyrus which was found in 
the ruins of ancient Thebes, in Egypt, 
upon which appears the oldest adver- 
tisements yet discovered, offering a re- 
ward for a runaway slave. It was writ- 
ten 3,000 years before the Christian era 
began. In the day when the Caesars 
ruled Rome, merchants advertised their 
merchandise by means of inscriptions 
upon the walls of buildings, or by plac- 


ards displayed upon bulletin boards 
which were erected here and _ there 
through the city of Rome. How like 


the modern poster is the following state- 
ment made in a gladiatorial announce- 
ment, which says: 

“The gladiatorial troup of A. Suctius 
Certus, the Aedile, will fight at Pompeii 
on May Sl. 
awnings,” 


There will be a hunt and 
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N. Y. U. To Start Course 
In Accident Prevention 


Cc. W. PRICE TO BE IN CHARGE 





Has Co-operation of American Museum 
of Safety in the Training of En- 
gineers and Shop Foremen 





The news this week that the first col- 
lege course in accident prevention will 
be opened next month at New York 
University with the co-operation of the 
American Museum of Safety, was well 
received by casualty and accident under- 
writers. “It is a step in the right direc- 
tion,” said one executive, “and it is my 
hope that before long full-fledged insur- 
ance courses will be established in a 
good many of the leading universities.” 

This executive feels that an insurance 
underwriter ought to be able to study in- 
tensively at college everything which 
pertains to his particular line. His train- 
ing should bear not’only on the princi- 
ples and background of the business, but 
he should be well versed in the ver- 
nacular of insurance and know how to 
write interestingly on it. The. colleges, 
also should cover in their insurance 
courses the laws governing the business, 
the actuarial side and engineering, as 
well as the side-lines of insurance. 

G. W. Price, former general manager 
of the National. Safe ty Council, will be 
in charge of the N. Y. U. accident pre- 
vention course and he will be assisted by 
Dr. E. George Payne, professor of so- 
ciology at the university; W. Graham 
Cole, director of safety for the Metro- 
politan Life, and Louis Resnick, of the 
New York Edison Co. 

Training for Leadership 

Mr. Price has taken a step in the right 
direction, it is felt, by putting emphasis 
on the training of safety engineers and 
shop foremen in the prevention of in- 
dustrial accidents. It is planned also to 
have courses for managers of public 
safety campaigns. 

Arthur Williams, gage of the 
American Museum of Safety, has 
summed up the purpose of the course 
by saying: “The methods of preventing 
accidents, both in industries and com- 
munities, have become thoroughly stand- 
ardized. The need now is for men and 
women with the qualities of leaders and 
with the training of safety engineers 
and public safety directors.” 





NOW WRITING TAXI BUSINESS 





Lincoln Mutual Casualty Is Writing 
Fleet Lines; Takes Interest in New 
Information Bureau 
The Lincoln Mutual Casualty, one of 
the taxi mutuals formed a few months 
ago and now actively engaged in busi- 
ness, took an active part in the forma- 
tion of a central information bureau to 
which taxi mutuals will report as soon 
as the plan becomes effective. Both Col- 
onel Joseph Coulter, president of the 
company, and Colonel Lewis Landes, its 
attorney, made worth-while suggestions. 
his company is located at 2008 Broad- 
way, New York, and it is understood 
that it is specializing in the writing of 

taxicab fleets. 

Joseph A. Thomassen, who withdrew 
from Tate, Mayer & Co., Inc., down-' 
town brokers, last week, joined the com- 
pany recently. 


A Character Sketch 
_Of “Boss” G. E. Brennan 


IN CAMPAIGN FOR U. S. SENATE 








Chicago Manager of U. S. Fidelity & 
Guaranty Started Life As a Coal 
Miner; Interview With “Time” 





Sack in March, when George E. Bren- 
nan, Democratic National’ Committee- 
man in Illinois, who in business life is 
manager of the U. S. Fidelity & Guar- 
anty in Chicago, entered the race for 
U. S. Senator it created quite a lot of 
interest. A most picturesque campaign 
is now being enacted, the battle being 
between Mr. Brennan and Frank L. 
Smith, public utility man. 

“Boss” Brennan, as he is known in 
Illinois, has all his life avoided public 
office. In fact, the only political office 
he has ever held was as clerk in the 
Secretary of State’s office in Springfield, 
lll. But he has tasted political atmo- 
sphere and liked it and by reason of his 
ability to attract and hold men, he suc- 
ceeded “Boss” Roger Sullivan as Demo- 
cratic leader in Chicago. 

“Time” Describes His Career 

It is pointed out in a recent issue of 
“Time” that Mr. Brennan earned his 
first dollar in a coal mine in Braidwood, 
lll And it was there that he lost a 
leg. A switchman was absent on a post- 
payday drunk. Mr. Brennan, substitut- 
ing, tried to uncouple two cars of a 
moving train. His foot became wedged 
in a frog and stayed there. He wears 
to this day a peg leg; loses one inch 
of his five feet six inch stature. 

It is interesting to note that Mr. 
Brennan then tried teaching school, 
found it dull; managed a baseball team, 
found it unremunerative; werked as 
clerk in the Secretary of State’s office 
in Springfield, and later when he came 
on to Chicago, drank deep into politics 
under the guidance of Mr. Sullivan. 

In characteristic fashion Mr. Brennan 
says: can’t say I deserved Roger 
Sullivan’s mantle; it just fell to me. The 
job of boss was a big jackpot and | hap- 
pened to be the only man around the 
table who had openers.” Mr. Brennan, 
“Time” observes, occasionally takes a 
little time off from poker, pinochle, poli- 
tics, and business to read good books. 


Essentially ‘a Business Man 


But Mr. Brennan insists that politics 
is merely his avocation, along 
shooting canvasbacks and sitting in on 
jackpots, in spite of the fact that he 
has been a source of power and worry 
to the Democratic national party since 
1920 and forced the name of Franklin 
D. Roosevelt on the ticket at the San 
Francisco convention. “For me, politics 
is a sideline, a recreation,” he says. “I 
make my living in business and have 
my fun in politics.” 

Mr. Brennan has always been essen- 
tially a business man. Once, instead of 
going around the world with his wife, 
he became Chicago manager for the U. 
S. Fidelity & Guaranty. “It is a good 
job,” says “Time.” “Mr. Brennan em- 
ploys 200 persons and is a most capable 


executive. He likes to talk of his busi- 
ness career; it proves his independence, 
he says. 


“Businessman-Boss Brennan is getting 
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SOUTHERN SURETY ECHO 





Developments of Collapse of Carnegie 
Trust Had Some Bearing on Penn- 
sylvania Department Shake-up 
In view of the agitation in Philadel- 
phia relative to the attitude of Governor 
Pinchot toward retiring State Insurance 
Commissioner Samuel W. McCulloch in 
his handling of the Southern Surety af- 
fair involving the failure of the Carnegie 
Trust Co., it will be remembered that 
in June the Southern Surety was grant- 
ed a directed verdict for $291,500 against 
four of the reinsuring companies. These 
companies included the Fidelity & Cas- 
ualty, $106,000; General Reinsurance, 
$78,000; Sun Indemnity, $53,000, and the 
Massachusetts Bonding & Insurance, 
$78,000. , 


The defendant companies claimed that 
the bank was insolvent when the bonds 
were written, and for that reason they 
should not be held responsible for the 
losses. Judge Pollock, in his ruling, held 
that probably the Southern Surety and 
all the other companies had been de- 
ceived as to the true condition of the 
bank, but that the Southern had a just 
claim against the reinsuring comp: nies 
for their shares of the. losses. 


The eight companies against whith 
cases are still pending are: American 
Employers, $50,000; American Indem- 
nity, $25,000; Columbia Casualty, $50,- 
000; Commercial Casualty, $50,000; Fed- 
eral Surety, $25,000; New Jersey Fidel- 
ity & Plate Glass, $50,000; Ocean Acci- 
dent & Guarantee, $50,000, and Republic 
Casualty, $25,000. 





ANNUAL SAFETY CONGRESS 

The fifteenth annual safety congress 
will be held in Detroit on October 25-29 
at which the greater part of the time 
will be devoted to discussion. About 23 
programs are already definitely planned 
in addition to special dinner meetings 
and entertainments which will be ar- 
ranged with the co-operation of local 
committees. 








mellow,” concludes the article. “He is 
playing his last big game, ‘betting his 
bossdom against a seat in the U. S. Sen- 
ate that Illinois is sick of prohibition.’ 
The voters perk up their ears and open 
their eyes. Now they can see how this 
back-room worker of cigar stores and 
old saloons performs. He feeds their 
curiosity with garrulous anecdotes, he 
says little of economic significances.” 


PROF. BLANCHARD IN TOKIO 
Sees Michelbacher-Nial Book on Sale at 
Newsstands on Trip Around 
the World 

From all indications; Ralph L. Blanch- 
ard, assistant professor of insurance at 
Columbia University, is having the time 
of his life making a trip around the 
world. He is now in Japan, according to 
post cards received by his friends in this 
country, and is doing his best trying to 
w.n over the keen thinking Japanese to 
American ways of conducting an insur- 
ance business. 

It is certain that if Professor Blanch- 
ard has his way, the Japanese will do 
more reading of books on insurance 
written by Americans. In a few lines 
written to his friend, G. F. Michelbacher, 
vice-president of the Great American 
Indemnity, while in Tokio he says: “I 
see where your book on compensation 
insurance, of which you and Mr. Nial 
think so much, is on sale here but. sad 
to say I haven’t seen anybody buying 
iy 





It remains for Professor Blanchard. to 
tell Japanese book dealers something 
aboytt the merits of the Michelbacher 
and Nial book which is well read in this 
country. 


TRAVELERS CONFERENCE 





Assistant Managers and Field —~ 
Convene at Hartford Sept. 13-17 to 
Discuss Casualty Production 

The first conference of assistant mana- 
gers and field assistants of casualty lines 
of the Travelers will be held at Hartford, 
September'13-17. It is expected that ap- 
proximately 175 delegates from all 
branches of the company in this country 
and Canada will be in attendance. 

The purpose of the conference will be 
to discuss the various methods. ‘of in- 
creasing the production in casualty lines, 
and judging from the tentative program 
which has been laid out, the convention 
gives promise of being a profitable one 
both for the representatives and the 
company. 

Managers conferences have long since 
been of great value and have become an 
annual feature of the Travelers, Last 
year the life, accident and group: de- 
partments held a _ similar conference 
which proved to be of great interest and 
it was decided to convene the casualty 
department this year. 





“Think before you take a chance—. 
someone else may have to take the con- 
sequences.” 
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Details of Bureau’s 
Plan on “Not Taken” Evil 


WILL MEAN MORE UNIFORMITY 





Only Snag Is In Payment of an Earned 
Premium, at $5 Minimum, For 
Each “Not Wanted” Policy 
Albert W. Whitney, acting general 
manager of the National Bureau of Cas- 
valty & Surety Underwriters, has ad- 
vised Superintendent of Insurance Beha 
that the casualty committee would re- 
quire a little more time on the “not 
taken” plan, designed to eliminate the 
free insurance evil in the production of 
new business, which they are polishing 
up with the co-operation of the Bureau. 
Mr. Whitney asks for this extension of 
time so as to be able to submit it to the 
brokers for consideration. He has ar- 
ranged for a meeting with them on Sep- 
tember 14 and it is expected that fea- 
tures of the plan to which there have 
been objections will be ironed out at 

that time. 

To Work Out Renewal Plan Too 

It is understood that when the cas- 
ualty committee, composed of W. J. Mc- 
Caffrey, E. J. Bond and Robert J. Sulli- 
van, finish with this job that they will be 
retained to map out some effective way 
of meeting the renewal problem which 
has caused as much difficulty as the 
free insurance evil in new business. As 
one executive explained the situation, a 
large casualty company has a big vol- 
ume of business expiring each month. 
About two months before the expiration 
date these policies are written up and 
sent out to producers for delivery to as- 
sureds. As a general rule it is not known 
whether the assured wants his policy to 
be continued. A certain precentage, as 
a result, will come back as “not wanted.” 

The casualty men feel that there ought 
to be some way of getting the co-opera- 
tion of the producers in this matter. 
Although the committee of three right 
now is concerned over the solution of 
the free insurance evil on new business, 
they will turn their direction as soon as 
possible to this important phase of the 
evil. 

Details of Bureau Plan 

The National Bureau's plan on new 
business, which has been awaited with 
the keenest interest “on the street,” pro- 
vides first of all for uniform order 
blanks to cover the entire casualty field. 
These are to be obtained from the Bu- 
reau and their advantage will be that all 
companies will require brokers to give 
them exactly the same information for 
underwriting purposes, thus securing in- 
formity. 

In the past the requirements of the 
companies have been diverse, the result 
being that brokers in soliciting business 
have been forced to collect a great vari- 
ety of facts concerning individual risks 
in order to make certain that they would 
be able to supply the essential informa- 
tion to any company with whom the risk 
might be placed. For example, one com- 
pany might require information concern- 
ing the experience of a risk during the 
past two years; another might cover 
during a three year period and still an- 
other might cover a five year period in 
its requirements.. The result was that a 
broker, to be absolutely safe, had to 
cover the maximum period required by 
any one company. 

A Step in the Right Direction 

Under the new arrangement, by carry- 
ing one blank form with him, the broker 
will be able at the time of solicitation to 
obtain exactly the information which 
any and all companies require for the 
underwriting of the particular risk. 

It is required that the blank must be 
signed by the producer so as to get him 
on record. In the case of a big office, 
these records will be filed and kept up- 
to-date. On the back of each blank 
there will be a uniform fifteen day bind- 


er. This will be a big advantage as it 
will tend toward regularity, cutting out 
all opportunity for abuse in the wording 
of the binders. 

In the opinion of one executive this 
step toward more uniformity will do 
away with a lot of worry and loss of 
time occasioned by brokers turning in 
blanks with insufficient or incorrect in- 
formation on them. He said: “A great 
many ‘not taken’ policies arise out of 
this laxity. The uniform order blank is 
designed to cure it and it meets with 
favor in both companies and brokerage 
offices.” 


The Plan Hits a Snag 


It is in the next provision that cas- 
ualty executives fear trouble. This pro- 
vision requires the payment of an earned 
premium for each “not taken” policy 
with a minimum of $5, with the excep- 
tion that where the company cancels a 
line the earned premium is figured on a 
pro rata basis and not subject to the $5 
limit. It is also provided that in the 
case of a large line where the assured 
goes into bankruptcy, the company will 
not hold the broker but will try to col- 
lect from the receiver, 

Those in executive positions, close to 
the situation, say that the brokers do 
not want to be responsible for this five 
dollar payment and as a consequence are 
objecting to the provision. From the 
companies’ angle it will mean the elimi- 
nation of the type of business placed by 
“shot gun” brokers and will also ma- 
terially reduce the opportunity which 
now exists for free insurance. 

The uniform binder provision grants 
coverage for only fifteen days; further- 
more an earned premium must be paid 
on each policy. This provision will make 
it impossible for brokers to carry risks 
on binder for thirtv or sixty days and 
until cancelled by the company without 
payment of premium, thus leaving the 
broker free to duplicate the transaction 
in another company and so on until the 
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NEW POST FOR JAMES GIBBS 
Has Resigned from Henry W. Ives & 
Co. to Head the Excess Insurance 
Co.; W. R. Mearns Succeeds Him 
When the news broke recently that a 
new excess insurance company, to be 
known as the Excess Insurance Co. of 
America, was to be formed, the name of 
James Gibbs, vice-president of Henry W. 
Ives & Co., was prominently mentioned 
as president of the new company. Stock 
of the company will be sold through 
Goodrich & Co., Inc., of New Haven 
and Boston, and it is understood that 

the company is an actuality. 

Last week Mr. Gibbs resigned from 
his post in the Ives office to devote all 
his time to the formation of the new 
company. He is succeeded there by 
William RK. Mearns, who will have su- 
pervision over the casualty reinsurance 
department. Mr. Mearns, an experi- 
enced reinsurance executive, has oper- 
ated for a long time as head of the Wil- 
liam Kk. Mearns Co. At one time he 
was resident vice-president of the [Em- 
ployers’ Indemnity of Kansas City, and 
developed the Eastern territory of that 
company until 1921. 








facilities of all of the companies have 
been exhausted. 
Hopes for Beha’s Support 

The general feeling is that the cas- 
ualty committee-has done a good piece 
of work in its preparation of a plan 
which is designed to go to the very root 
of the free insurance evil. While the fire 
interests have asked for changes and 
improvements in the rules and regula- 
tions now in affect, the casualty inter- 
ests have taken the matter seriously and 
have something definite to offer. It is 
hoped by executives that the plan will 
not only have the ratification of the New 
York Insurance Department but will 
also have the support of Mr. Beha. 
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“U-Drive” Autos May 
Stop in New Jersey 


CANNOT OBTAIN INSURANCE 
Compulsory tanraies Act to be Tested; 
Hearing Will Be Held in Jersey 
City Sept. 17 





The question as to the right of the 
state of New Jersey to enforce a law 
that will force the “U-Drive” automobile 
agencies out of business will not be 
passed upon until next month and _ the 
operation of the compulsory insurance 
act, requiring indemnity on all passen- 
gers in rented automobiles, will be stayed 
as against the Drews’ Brothers Automo- 
bile Livery Co., Inc, of Journal Square 
in Jersey City. 

The legislative act required that all 
automobiles used for the conveyance of 
passengers for hire should be covered by 
insurance, but the insurance companies 
have refused to accept the risks of the 
“U-Drive” cars, and the automobile com- 
panies have*found themselves unable to 
comply with the law. 

The State Motor Vehicle Commission- 
er, William L. Dill, served notice that 
unless the companiés complied with the 
law the licenses to operate these auto- 
mobiles would be canceled. 

Through the law firm of McCarthy & 
McTague, of Jersey City, a bill of com- 
plaint was filed in the Court of Chan- 
cery and an order was obtained from 
Vice-Chancellor John Bentley restrain- 
ing Commissioner Dill from rescinding 
the licenses or interfering with the busi- 
ness of the company. 

There was to be a hearing on Mon- 
day but former Judge James P. Dolan, 
acting for the Attorney General’s office 
on behalf of the Motor Vehicle depart- 
ment, asked for an adjournment of the 
hearing. Vice-Chancellor Bentley grant- 
ed the adjournment until September 17. 
James McTague consented to the ad- 
journment on condition the restraint was 
continued. 





A BOOM TO CIRCULATION 





Philadelphia “Public Ledger” and “Sun” 
Each Offering $7,500 Accident Poli- 
cies to Public 
The “Public Ledger” of Philadelphia, 
owned by Cyrus Curtis, is devoting a 
lot of its advertising space these days 
to boosting the sale of a $7,500 accident 
policy. in conjunction with a a year’s sub- 

scription to the newspaper. 

The company back of the policy is 
the Inter-Southern Life of Louisville, 
Ky. The caption of one ad reads “Thou- 
sands of people have taken advantage of 
the $7,500 travel and pedestrian accident 
insurance policy for $1.00 

“It is offered to home-served readers 
of this. paper and pays $7,500 for death 
or specified injuries in common-carrier 
accidents; $2,500 for death or specified 
injuries in automobile or bus accidents ; 
$1,250 for death or specified injuries in 
pedestrian, lightning, cyclone, tornado, 
burning buildings, falling walls and 
drowning accidents; $10 a week, up to 
15 weeks, for disabling injuries sustained 
in any of the accidents above.” 

As a companion policy, the “Sun,” 
morning picture newspaper in the same 
city, is offering a $7,500 policy, issued 
by the Continental Life of St. Louis, 
similar to the “Public Ledger’s” offer 
and sold for the same registration fee 
of $1. This means that Philadelphia 
people can have $15,000 insurance for 
common carrier accidents; $5,000 for 
automobile and other accidents; $2,500 
protection’ in pedestrian accidents and 
$20 a week disability by having the two 
policies. 





TO MEET IN NOVEMBER 
The Casualty Actuarial Society will 
hold its annual meeting sometime in No- 
vember, at which W. L. Mooney, vice- 
president in charge of accident and lia- 
bility for the Aetna Life, will be one of 
the speakers. 
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Public Preference Is 
For Stock Insurance 


KIRKPATRICK TELLS AGENTS 





Wisconsin Convention Cheered Up Over 
His 1925 Table Which Revealed Mutu- 


als and Reciprocals as “Also-Rans” 





It was decisively proven yesterday by 
A. L. Kirkpatrick, secretary, Casualty 
Information Clearing House, speaking 
before the Wisconsin Association of In- 
surance Agents, that purchasers of cas- 
ualty insurance prefer to place their in- 
surance in stock companies. Presenting 
the figures given below to substantiate 
this belief (being a distribution of cas- 
ualty premiums for 1925 in workmen’s 
compensation, all public liability, prop- 
erty damage and collision), Mr. Kirk- 
patrick indicated to the Wisconsin 
agents that stock companies have made 
a substantial gain while both the mu- 
tuals and reciprocals lost ground in their 
relative positions. 

Distribution of Casualty Premiums 


Stock Mutual Recip. T ot: il 

(%) (%) (%) Jo) 

1920.... 133 15.5 9.2 100.0 
1174 a te 14.2 8.7 100.0 
1922 .....-. 76.7 14.9 8&4 100.0 
1920... 76.0 15.1 8.9 100.0 
1924.... 77.4 14.8 7.8 100.0 
1925i...3:s 78.5 14.7 6.8 100.0 

A la F. O. B. Consumer 

Developing his central theme which 
was “Insurance Service, F. O. B. Con- 


sumer,” Mr. Kirkpatrick said that the 
complete protection furnished by the 
sound stock companies and their agents 
is priced higher than the coverage of- 
fered by other carriers because the price 
is quoted “F. O. B. Consumer.” Con- 
tinuing, he said: “There are no addition- 
al delivery charges or taxes, to be paid 
by the purchaser. He assumes no lia- 
bility to pay an additional premium in 
the form of an assessment upon the 
call of the company. 

“If he buys workmen’s compensation 
insurance he is not required to, pay out 
any further money to study the best 
methods of protecting his workmen 
against accidents. If he requires a change 
in coverage he doesn’t have to write to 
a distant home office for an endorse- 
ment. He telephones his local agent. 
The attention he receives is personal at- 
tention and the endorsement which he 
gets correctly provides the desired 
change. And the cost of this service 
has already been included in the original 
price he paid. 

“When a loss occurs, he doesn’t have 
to struggle with the difficulties of filling 
out the proper blanks and filing the re- 
quired notices. His telephone again 
brings him expert assistance and again 
without charge, without obligation and 
without worry. He has already paid for 
such service. Neither is he required to 
arrange a settlement with the injured 
employee or ascertain the condition and 
progress of the injured man from time 
to time or deliver his checks for com- 
pensation. That responsibility is en- 
tirely taken from his shoulders. His 
premium covered that also. When his 
policy expires it is not necessary for the 
employer to audit his payroll records for 
the policy period and classify his payroll 
expenditures according to manual clas- 
Sifications. The company sends a man 
who is an expert in such matters to do it 
for him. The service costs him nothing. 
He has already paid for it. 

Agency Forces on the Job 

“If he buys an automobile policy and 
drives to a distant city on business or 
takes a vacation tour and meets with an 
accident or has his car stolen, he needn’t 
wait for help to come from a far away 
home office. The agency forces of the 
sound stock companies cover every city, 
town, village and hamlet. If he should 
be held by the police in a distant city 
pending an investigation of the accident, 
the local agent of the company in that 
city is prepared to furnish the necessary 
ond to effect his release. The only 
charge is for the bond itself. The ser- 
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vice costs him nothing. There is no 
extra charge for having nation-wide ser- 
vice stations at his command wherever 
he may choose to go. That was all in- 
cluded in the original price. That is 
what I mean by “Insurance Service F. 
O. B. Consumer.” 


Bargain Hunters Take Care 


Mr. Kirkpatrick lamented the fact that 
it is human nature to seek bargains. He 
said: “We all like to feel that we have 
bought a bargain. The desire to buy 
something below the price at which oth- 
ers can buy it is as general as the de- 
sire of possession. Insurance is no ex- 
ception. Insurance bargains are in as 
great demand as is the case with shoes 
or automobiles. 

“There is this difference, however. 
Everybody recognizes the difference in 
quality in shoes and articles of every day 
use which can be inspected and exam- 
ined. Quality is even demanded in per- 
sonal services of lawyers, physicians and 
dentists. But many people are inclined 
to look upon all insurance as being of 
equal value and to believe that the low- 
est priced is therefore the most economi- 
cal. And they will continue to take the 
same view as long as the agents of the 
sound stock companies permit them to. 


“But the bargain-hunter presents no 
serious difficulties to the stock company 
agent who can ‘produce the goods’ in 
insurance service and undertakes to sell 
them on their merits rather than on a 
price basis alone. 

“Price is the stuffed club used by many 
prospects as a last desperate resistance 
against being ‘sold’ sound stock company 
insurance. It is a scarecrow for the fal- 
tering, irresolute agent. Nearly every 
prospect keeps a well preserved price 
attack up his sleeve. When he brings 
out this weapon it is a sign he has not 
been convinced on service and confidence 
—the real elements of the sale. He will 
make his stand against the agent on this 
one factor—if he is allowed to.” 


Leave No Room For Doubt 


As a come-back to the bargain-hunter 
who speaks in glowing terms to the 
stock company agent of the attractive 
rates of mutuals or reciprocals, Mr. 
Kirkpatrick recommended that price 
should be mentioned at the start of the 
interview and that the stock company 
salesman should spare no pains in let- 
ting his prospect know that he is proud 
of the rates which he is quoting even 


(Continued on page 34) 
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Taxi Mutuals To Put 
Ban On Unfit Drivers 


FORM BUREAU OF INFORMATION 





Support of Every Company Given in 
Drive to Eliminate Ill Practices; 
Two-Book System Adopted 





The initial step in a campaign to weed 
out unfit taxi drivers in New York City 
was made a few days ago at a meeting 
attended by representatives of practical- 
ly every mutual taxi insurance company 
in the city. The Equitable Surety, which 
does a considerable volume of taxicab 
business on the bonding plan, was also 
represented. Steps were taken to organ- 
ize a central bureau of information 
through which it is hoped to gather data 
concerning criminal and negligent driv- 
ers, fraudulent claims, doctors who issue 
false certificates of injuries and other 
menaces to the taxi cab insurance busi- 
ness. Frederick J. Groehl, a former 
judge of the Magistrates Court and at- 
torney for the Hamilton Mutual, was 
appointed chairman of a committee to 
outline a working plan for such a bureau. 

The Two-Book System 

The idea is to have the various taxi 
companies report regularly to this bu- 
reau so that the ill practices which have 
been prevalent may be eliminated. A 
plan was proposed, fashioned after one 
which is now operating successfully in 
London, which gives each driver two 
books containing a record of his employ- 
ment. One book is to be deposited with 
the Police Department and the other is 
to be placed in the custody of the driv- 
er’s employer. When an operator chan- 
ges his job a notation is made in the 
book as to his character, ability and hon- 
esty. 

Eighty-five per cent of the taxi drivers 
of the city are “good, straight fellows,” 
said Colonel Joseph Coulter, president of 
the new Lincoln Mutual Casualty, but 
the other 15 per cent are in a position 
to do so much damage that they consti- 
tute a real danger, he added. He sug- 
gested that mutual companies agree to 
refuse to give insurance to drivers, who 
had been blacklisted. 

Decide on Arbitration Plan 

The discussion also centered around an 
arbitration plan whereby companies 
might settle claims without going to 
court. This was advocated by Colonel 
Lewis Landes, attorney fot the Lincoln 
Mutual Casualty. He suggested squads 
of inspectors to tour the streets of the 
city and keep in touch with taxi drivers 
at work. It was felt that such a plan 
would result in a big saving for the 
companies as suits in court only cause 
ill feeling and lots of expense. To have 
claims settled in this manner, particular- 
ly when they were for small amounts, 
would be a most satisfactory arrange- 
ment. 





WINS SAFETY TROPHY 

The Bell Telephone Co. of Pennsyl- 
vania won the Rice safety award re- 
cently for the best all-round safety re- 
cording during the past year. It was 
given to honor, stimulate and encourage 
the individual workman in preventing 
death, injury and loss from accidental 
occurences at work, home and in public 
and was presented by the Western 
Pennsylvania Safety Council. 





GET AMERICAN EMPLOYERS’ 

Henry W. Brown & Co., well-known 
Philadelphia agency, are the new general 
agents for the American Employers’ in 
all casualty lines, succeeding Wagner- 
Taylor Company. The agency will have 
supervision of Philadelphia, Montgom- 


ery, Bucks, Delaware and Chester coun- 
lies. 





MEETING OF STOCKHOLDERS 

The annual meeting of the stockhold- 
ers of the New Amsterdam Casualty will 
be held at the New York offices of the 
company, 60 John Street, on Wednes 
day, September 8, for the purpose of 
electing directors and whatever other 
business that may come up. 
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Samuel MacCubbin 
Nails 2 Bank Thieves 


SUCCESS OF F. & D. CLAIM MAN 
Uses Sherlock Holmes Tactics In Trac- 
ing Down Culprits In $109,000 
San Francisco Robbery 
Samuel MacCubbin, head of the in- 
vestigation and claims department of the 
Fidelity & Deposit, was very much in the 
limelight last’ week. He is credited with 
the discovery and arrest of two young 
Poles who left San Francisco last Octo- 
ber to see the world oni $109,000 in secur- 
ities stolen from two San Francisco 
banks. The men are Ludwig and Julius 

Busch, brothers. ; 

Just two years ago the brothers first 
came to this country, landing in San 
Francisco. Julius went to work for the 
Bank of Italy and Ludwig for the An- 
glo-California Trust Company. 

Last October they dropped out of the 
picture, and at the same time $109,000 
was found missing in the accounts of 
Julius at the Bank of Italy. Later it 
was discovered the securities had been 
disposed of by the brother in the other 
bank. 

MacCubbin Had a Cold Trail 

The police could make nothing of the 
Neither could Mr. MacCubbin, at 
He had a cold trail, for he started 
in March—five and a half months after 
the two men had disappeared. He dis- 
covered that they had abandoned some 
of their belongings at their San Fran- 
cisco lodgings, but these gave him no 
clue. 

After diligent search, he did learn that 
at one time they had shipped some bag- 
gage to Montreal, so he went there to 
investigate. After searching hotel reg- 
isters without results, he returned to San 
Francisco. 

Then he got the clew that finally led 
to running down his quarry. He found 
upon re-examining the things the men 
had left behind the name “Blumen” on 
a shoe tree. He remembered having 
seen the name on a Montreal hotel reg- 
ister, and returned to that city. From 
there he followed the clew to London 
and then to the continent. After tracing 
the name through many countries, he 
finally followed it back to London and 
got the man he was looking for. 

Police say they confessed they were 
the same men who had been known in 
San Francisco as Busch. Mr. MacCub- 
bin, Detective Proll of San Francisco and 
the prisoners arrived in San Francisco 
this week. 


case. 


first. 


A NIP AND TUCK BATTLE 

Down in Virginia a nip and tuck bat- 
tle is in progress to see who will get the 
appointment as member of the industrial 
commission of the state. It is between 
Charles G. Kizer and R. T. Bowden. 
Mr. Bowden, a Richmond man, is backed 
by the dominant faction in the Virginia 
federation of labor while the minority 
faction is backing Mr. Kizer, a Norfolk 
man. 

Mr. Kizer is now rounding out a term 
of six years on the commission and is 
seeking reappointment. His opponent is 
a printer by trade. Both men have long 
been active in labor circles. Mr. Kizer 
started out in life as a printer and sub- 
sequently he became chief of police of 
Norfolk. 

Governor Byrd is expected to make 
the appointment some time next month. 


WELL KNOWN AGENT DIES 

The death last week in Montreal of 
Henry A. Christmas, one of the best 
known’ itisurance men of that city, 
brought grief to his numerous friends. 
Mr. Christmas had been associated with 
his father, T. H. Christmas. and his 
brother, E. J. Christmas, in the insur- 
ance firm of “T. H. Christmas & Son, 
general agents for the Aetna Insurance 
Company of Hartford. He had been a 
member of the firm for thirty years. 


TRAFFIC DENSITY ACCIDENTS 





Statistics of Grand Rapids, Mich., Show 
Congestion of Auto Traffic Cause 
Frequent Street Accidents 

The frequency of street accidents in- 
creases with the congestion of automo- 
bile traffic, and travel by night involves 
a much increased hazard, according to 
the July statistical bulletin of the 
Metropolitan Life. These two proposi- 
tions have been confirmed as the result 
of an analysis which has been conducted 
by the statistical bureau of the Metro- 
politan Life with the collaboration of 
Col. James Sinke, Director of Public 
Safety of Grand Rapids, Mich., and the 
form of relationship between traffic den- 
sity and accident hazard, by day and by 
night, has been ascertained. 

The authorities at Grand Rapids col- 
lected both the record of accidents and 
the count of vehicles, hour by hour, in 
that city over a period of time, The 
statistics are accompanied by a diagram 
in which daylight observations are indi- 
cated by plain circles, and night obser- 
vations by black circles. ; 

The points representing accident fre- 
quency have been plotted as ordinates, 
not against the vehicle densities them- 
selves, but against their squares. So, 
for example, an accident frequency of 
106 observed between the hours of six 
and seven a. m., when the traffic density 
was 3,389, is plotted, not against 3,389, 
but against the square of 3,389, namely, 
11,485,321; similarly for other points on 
the lower diagram. It will be seen that 
the daylight points arrange themselves 
about a nearly straight line going 
through the origin. Thus, by day, acci- 
dent frequency is proportional to the 
square of the traffic density; in other 
words, doubling the traffic density quad- 
ruples the accident frequency. 

It is seen at a glance that the night 


CAPITAL INCREASE PLANNED 





New York Casualty Goes Into Million 
Dollar Class With Issuance of 
$250,000 New Capital 
The New York Casualty, of which J. 
Carroll French is president, took another 
step forward last week by recommend- 
ing to its stockholders that the capital 
of the company be increased from $750,-+ 
000 to $1,000,000. New capital to the 
amount of $250,000 will be sold to pres- 
ent shareholders at $75 per share of $25 
par, thus adding $500,000 to the surplus. 
The increase will be voted on at a meet- 

ing on September 2. 

It was indicated by Mr. French that 
the premium income for the first half of 
1926 has increased from $720,065 to 
$962,713, or more than 331-3% gain. 

NO ACCIDENT RECORD 

One hundred and thirty-two taxicab 
drivers of the Green Cab Co. of Cleve- 
land recently demonstrated that taxicab 
accidents are unnecessary by completing 
a three-months period without a single 
accident. This clean record secured a 
reduction during the first month of the 


drive of 61% over the previous month 
in cost of accidents. 








points all lie well above the daylight 
points within the somewhat limited range 
of observations procurable. Traffic 
densities equal to the busiest daylight 
hours do not, of course, occur at night. 
Although in every case the night points 
lie above the daylight points, the con- 
trast is much greater at lower traffic 
densities than at higher traffic densities. 
In other words, though night traveling 
is always more dangerous than day 
travel, this is most marked when the 
streets are comparatively deserted, and 
when, in consequence, there is perhaps 
temptation for reckless driving, regard- 
less of the danger caused by the dark- 
ness. 
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Hartford Conference 
Upon Compensation 


TO BE HELD IN SEPTEMBER 





Called by International Association of 
Industrial Accident Boards and Com- 
missions; Text of Statement 


The effect produced by the require- 
ments of workmen’s compensation laws 
in force in certain States requiring all 
workers to be covered by such laws will 
be discussed at a convention to be held 
in September at Hartford, Conn., by the 
International Association of Industrial 
Accident Boards and Commissions, Eth- 
elbert Stewart, Commissioner of the Bu- 
reau of Labor Statistics of the Depart- 
ment of Labor announced on August 11. 

Mr. Stewart, who is also secretary- 
treasurer of the association, in a state- 
ment on the subject, points out that the 
workmen’s compensation laws of the 
United States are only about 15 years 
old and in most States they are very 
much more recent than this. 

The workmen’s compensation laws in 
California, Michigan, New York, North 
Dakota, Washington, and Wisconsin, ac- 
cording to Mr. Stewart’s statement, 
make specific provision for the inclusion 
of working partners as employes entitled 
to compensation. Besides these States, 
the statements continued, the courts of 
Ohio and Oklahoma have construed the 
laws of their respective States to include 
such workers, while in Oregon, it was 
said, a case involving this question is 
now before the Supreme Court. 

The full text of Mr. Stewart’s state- 
ment follows: 

Funny things develop in the adminis- 
tration of the newer types of law. The 
workmen’s compensation laws of the 
United States are only about 15 years 
old and in most states they are very 
much more recent than this. Many of 
the States require that all workers shall 
be covered by the laws. The develop- 
ment of this feature is to be taken up 
by the International Association of In- 
dustrial Accident Boards and Commis- 
sions at its Hartford convention next 
September, and the discussion leads off 
by a paper from Joel Brown, chairman 
of the Idaho Industrial Accident Board, 
entitled “Working Partners.” 

An Oklahoma Case 

Six States, California, Michigan, New 
York, North Dakota, Washington and 
Wisconsin, make specific provision for 
the inclusion of working partners as em- 
ployes entitled to compensation. Besides 


- these States the courts of Ohio and Ok- 


lahoma have construed the laws of their 
respective states to include such work- 
ers, while in Oregon a case involving this 
question is now before’ the Supreme 
Court. 

An illustration of how it may work 
out in extreme cases came up in Okla- 
homa where two men were in partner- 
ship, both working at the trade. One 
was injured while engaged in his occupa- 
tion. The State Workmen’s Compensa- 
tion Commission allowed him a weekly 
payment in lieu of his injury, the pay- 
ment to last for quite a term of weeks. 
In the meantime, the partnership was 
dissolved, the injured workman taking 
over the business. He was thus put 
in the position of being required by law 
to pay himself a weekly compensation 
for an injury sustained by himself while 
in his own employ. 

All sorts of entanglements of _ this 
character have arisen; even the ques- 
tion of stockholders who are employes of 
the corporation whose stock they hold 
has been made the subject of litigation 
and court decision. Mutual stock corpo- 
rations have been especially subject to 
this entanglement. 

It is intended that the matter will be 
thoroughly threshed out at the next con- 
vention of the workmen’s compensation 
commissions and that the legislatures be 
requested to clear the matter up. 






Aras: CBR ISA BIN 








ae A Elie a. 





Univer: 
field in 
necticu 
survey 
Counc! 
stop te 
dents | 
industr 

The 
a safe 
going 
the ea 
countr 
later € 
in Cor 
the Us 
ing s¢ 
has al 
for en 


Two 
be im 
the di 
the a 
Corne 
tom 
preve! 
ninete 
were 

Tw 
ship « 
are C: 
from 
be as 
heade 
searc 
serva 





— SF == ee ee 














August 20, 1926 


—_— 











ee 


—. 
THE EASTERN 
comma UNDERWRITER 








Diech AT RRTENG ca TAPAS Te ANG 
—_ 


[ure trop 
£ SES BLA , ty 










RS 





Page 33 





To Study Accidents 
In Industrial Plants 


NATIONWIDE SURVEY 





IS DUE 





Professor H. L. Seward of Yale Is Ap- 
pointed Aid for State of 
Connecticut 





Professor Herbert L. Seward of Yale 
University, has been appointed to direct 
feld investigations in New Haven, Con- 
necticut, as a part of the nation-wide 
survey by the American Engineering 
Council, which is endeavoring to put a 
stop to the increasing number of acci- 
dents that are now taking place in the 
industrial plants throughout the country. 

The council’s survey, in the nature of 
a safety and- production study, is now 
going on in.many of the large cities in 
the eastern and southern parts of the 
country. Professor Seward, who will 
later extend his activities to other cities 
in Connecticut, organized and operated 
the United States Navy steam engineer- 
ing school of Hoboken, N. 
has also invented a number of diagrams 
for engineering formulas. 

To Inspect 2,000 Plants 

Two thousand industrial plants will 
be investigated by the engineers under 
the direction of a main committee with 
the aim, according to Dean Kimball of 
Cornell University, of getting to the bot- 
tom of the whole problem of accident 
prevention. Industrial accidents, despite 
nineteen years of organized safety effort. 
were declared to be increasing. 

Twenty committees with a member- 
ship of more than 200 leading engineers 
are carrying on the work. Field reports 
from New Haven and other cities will 
be assembled in Washington by a staff 
headed by Joshua Eyre Hannum, re- 
search engineer of the Eye Sight Con- 
servation Council of America. 


25,000 Fatal Accidents 


It has been estimated that about 
23,000 accidents occur yearly in the in- 
dustrial plants of the country, accord- 
ing to Dean Kimball, and about 575,- 
000 non-fatal accidents causing four 
weeks or more disability and 3,000,000 
accidents in all causing at least one day’s 
disability. Actual time lost as a result 
of these non-fatal accidents is 50,000,000 
days yearly, while the total number of 
days lost is approximately 300,000,000, 
which at an average wage of only 4 
a day would amount to a total wage 
loss of $1,184,000,000, according to Dean 
Kimball. 





MORTGAGE BUSINESS BOOMING 

The National Surety in July guaran- 
teed 540 real estate mortgage note is- 
sues, totaling $3,433,690 on property ap- 
praised at $7,135,981, making the ratio of 
loan to appraisal 48.1 per cent. and the 
average loan about $6,350. Mortgage 
loans are now being’ submitted from 402 
cities in the United States. 

“Not a single loss has been experi- 
enced in this department of the company 
since it was organized two vears ago,” 
said Vice-President Philip W. Kniskern 
in emphasizing the safety of this com- 
paratively new and rapidly developing 
field of suretyship. Each individual 
guarantee of $5,000 and over is passed 
upon by an experienced loan committee 
of the board of directors. No loan is 
guaranteed which exceeds 60 per cent. of 
a conservative appraisal of the property. 





SUES FOR PREMIUM 

Declaring the firm of Saks & Rosen- 
blatt of 438 Tiffany street, New York 
City, owes the state of New York $730.15, 
an action was filed against the firm last 
week by Patrick Mason, Deputy Attor- 
ney General. It is alleged that this mon- 
ey is due as a premium on Workmen's 
ompensation insurance. Industrial Com- 
missioner James Hamilton presented an 
affidavit in the Fifth District Court in 
New York City, claiming that an audit 
of the firm’s books showed that the 
State was entitled to this amount of 
money for the insurance. 





J., and he. 





CASH CAPITAL 
$2,450,000.00 
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Workers’ Compensation 
In New South Wales 


COMMISSION’S WIDE POWERS 





Adequate Provision to Wives and Fami- 
lies During Disablement Periods; 
Details of Act 


The Workers’ Compensation Commis- 
sion appointed by the New 
South Wales Ministry have had excep- 
tionally wide powers vested in them.-In 
a statement dealing with the workers’ 
compensation act, which takes effect 
from July 1, the minister of labor and 
industry (Mr. Baddeley) said that the 
measure gave expression to the minis- 
try’s views regarding the necessity of 
making adequate provision for the work- 
ers and their wives and families during 
periods of disablement resulting from in- 
dustrial injuries and for the dependents 
of workers in cases resulting in death. 
The increased scale of benefits would 
apply to persons who were injured in 
their employment after that date. 

The commission would exercise the 
judicial functions previously performed 
by the courts in regard to the determi- 
nation of compensation claims. It was 
realized by the ministry that an injured 
worker should not be subjected to the 
strict formalities of the court, and that 
his claim for compensation in respect of 
his injuries should be expeditiously de- 
termined. The decisions of the commis- 
sion, it was believed, would be on com- 
mon sense lines and upon the real merits 
and justice of the case. That body was 
not bound to follow strict legal prece- 
dent. 

Workers to Know Their Rights 
Under Act 

One of the main functions of the com- 
mission would be to inform both em- 
ployers and workers as to their liabil- 
ities and rights under the act. Every 
insurer carrying on the business of work- 
men’s compensation insurance in the 
state at the time of commencement of 
the act must deposit a sum of £6,000 
to £10,000, according to the premium 
income of the insurer, with the treas- 
urer, and obtain a license from the com- 
mission. No insurer might refuse to is- 
sue a policy of insurance or indemnity 
to an employer who had fulfilled the 
prescribed -conditions, unless so author- 
ized by the commission. 

The compensation benefits provided 
under the new legislation to be adminis- 
tered by the recently appointed commis- 
sion, are on a more liberal scale than 
previously; in fact, are stated to be 
greater than those contained in any 





recently 


Baltimore Companies 
Support Beha’s Plan 


ON SURETY ACQUISITION COSTS 





U. S. Fidelity & Guaranty Feels That 
Complicated Set of Arbitrary 

Rules Unnecessary 

indicated recently that the 

Baltimore casualty, surety 
and fidelity companies are strongly in 
line with Superintendent of 
3cha’s program to establish a maximum 
commission limitation of 30 per 
cent on fidelity-surety business and 15 
per cent on bankers’ blanket bonds. The 
U. S. Fidelity & Guaranty, for one, put 
this arrangement into effect as of Au- 
gust 1, and in a letter to the “Baltimore 
Underwriter,” W. A. Edgar, vice-presi- 
dent and agency director, said: 

“We have also revised commissions in 
several hundred contracts, which action 
was advisable to make doubly sure that 
our compliance would be actual in fact 
as well as in spirit. We recognize that 
the companies’ good faith is involved, 
and it is, therefore, difficult for us to 
understand why other companies are ap- 
parently taking no action in the matter. 

Oppressive Rules Not Necessary 

Mr. Edgar continued by saying: “Of 
course, there are a great many execu- 
tives who feel that a complicated set of 
arbitrary rules is necessary to enforce 
reasonable acquisition cost limitations in 
the business. It will be unfortunate if 
these companies persist in their feeling 
to such an extent as to disregard the 
opportunity which they now have to sta- 
bilize the business, without having it 
placed under the handicap of oppressive 
rules, which can not, in the nature of 
things, fit any two companies alike. 

“Tf anything is necessary to convince 
us of the impracticability of rules it can 
be found in the almost universal disre- 
gard of the casualty acquisition cost rules 
It is commonly known that these have 
been subjected to the most severe 
abuses, and that many companies who 
are still willing to be considered as ob- 
serving them are ir violation of them to 
such an extent as to reduce the whole 
question to the level of a fiasco. 

“Regardless of how lightlv other com- 
panies may consider their obligations to 
the New York Insurance Department, 

(Continued on Page 34) 
other compensation law. A booklet has 
been prepared setting out in plain lan- 
guage the provisions of the act, copies 
of which are obtainable at the state gov- 
ernment printing office. 
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Safety Work Saved ) 
100,000 in 11 Years 


IN SPITE OF AUTO DEATH TOLL 





C. E. Robb of National Safety Council 
Gratified Over Good Work; Home 
Accidents Still a Problem 





According to Carroll E. Robb, statis- 
tician, National Safety Council, safety 
work in the United States has resulted 
in a saving of more than 100,000 lives 


in the period 1913 to 1924, inclusive. This 
saving has been made in spite of ‘the 
increase, annually, in deaths due _ to 
automobile accidents, Mr. Robb points 
out in the current issue of the “National 
Safety News.” If the deaths from auto- 
mobile accidents were not considered in 
this study, he says, a saving of 221,000 
lives would be shown as the result of 
safety work in industry, homes and in 
public places. 

Many organizations have become ac- 
tively engaged in safety endeavors—be- 
ginning about 1913 and the National 
Safety Council was organized in that 
year. Some industries, notably the U. S. 
Steel Corporation and the International 
Harvester Co. were doing safety work 
previous. to that year, but the general 
awakening of industrial leaders began to 
be realized in the years following 1913. 

Drownings On Decrease 

“With the exception of automobile 
accidents,” Mr. Robb points out, “prac- 
tically all classes of accidents are either 
decreasing or at least not materially in- 
creasing. Falls, for example, which 
claim between 12,000 and 15,000 lives an- 
nually, have not increased with the in- 
crease in population. There has been a 
gratifying downward trend in drowning 
accidents, a field in which much good 
work has been done by the Red Cross, 
Boy Scouts 4nd other organizations. 

“The effective work of the railroads 
and electric railway systems has had a 
marked effect on their losses and the 
figures show a steadily declining rate 
from accidents of these types. 

Home Mishaps Still High 

“Accidents falling within the group 
which may be classified as home acci- 
dents have not shown any striking ‘re- 
ductions. It seems proper to credit the 
industrial groups and the national or- 
ganizations and industries that operate 
in public places with the major portion 
of this saving of 100,000 lives in the 
eleven year period following 1913. 

“The hysteria of war-time activities is 
clearly reflected in the increased num- 
ber- of accidents from 1916 to 1918. In 
1917 the number accidentally killed ac- 
tually exceeded the number which would 
have been killed had the 1913 rate re- 
mained constant through that year.” 

Mr. Robb is confident that when an 
adequate attack on the home accident 
problem is developed a material reduc- 
tion may be expected. Many organiza- 
tions are secking the solution of the 
highway accident problem, particularly 
as related to automobile travel, and it 
may be predicted that the next ten years 
will show a marked reduction in auto- 
mobile accidents as a result of the 
thought and labors given to this subject 
by these many organizations. 


NOW WRITING BLANKET BONDS 

It has been announced by the Auf Der 
Heide Agency, of which Wilbur V. Kee- 
gan is president, and whose headquar- 


“ters are located at 443 16th Street, West 


New York, N. J., that the Union In- 
demnity are now writing blanket fidelity 
bonds for mercantile and_ industrial 
firms in Hudson County, N. J 
TO OPEN BRANCH SEPT. 15 

The Newark branch office of the New 
Jersey State Department of Banking 
and Insurance which will be located in 
the new Industrial building, is being 
fitted up and will be opened officially 
about September 15. The office will be 
in charge of two deputy commissioners. 
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Departmental Branch 
Opened on the Coast 


FOR GT. AMERICAN INDEMNITY 


To Be Managed Jointly By Daniel Mc- 
Peak and A. W. Hillback; Appoint 


General Agencies Soon 


Jesse S. Phillips, president of the ~ 


Great American Indemnity, who is now 
out on the Pacific Coast, established the 
departmental office of the company there 
this week. It will be located in San 
Francisco at 233 Sansome Street, where 
the company shall occupy quarters near 
to the offices of the parent fire company. 
This will give the indemnity company 
an opportunity to work in close asso- 
ciation with Clifford Conly, who is Pa- 
cific Coast manager for the fire fleet. 

The new departmental branch will be 
under the joint management of Daniel 
McPeak, formerly resident secretary ol 
the Hartford Accident & Indemnity and 
Alfred W. Hillback, formerly .manager, 
metropolitan department of ghe same 
company. Mr. McPeak will handle cas- 
ualty and Mr. Hillback will specialize in 
surety and bonding. 

All the states west of the Rockies will 
eventually be under the jurisdiction of 
this branch, but for the present its jur- 
iediction will be limited to California, 
Washington and Oregon. 

It is expected that Percy Goodwin of 
San Diego and Harvey Wells of Port- 
land, Oregon, will be appointed general 
agents of the company. They are both 
on its board of directors and have well 
established agencies in their respective 
cities. 


JOINS BANKERS’ INDEMNITY 
T. H. Morris Becomes Philadelphia 
Branch Manager of New, Company; 
Formerly With Ga Veensley 
An appointment of interest in Phila- 
delphia this week was that of Thomas 
H. Morris, formerly branch manager of 
the Georgia Casualty, to be manager for 
Philadelphia and adjacent territory of 
the Bankers’ Indemnity of Newark, 
which was organized in the late spring. 
The offices of the new branch will be 
at 228 South Fourth Street and will be 
formally opened on August 20. Mr. 
Morris is popular in Philadelphia casual- 
ty circles. He was formerly assistant 
to Milo A. Nealy, when he was mana- 
ger of the Globe Indemnity, and later 
became joint manager with Mr. Nealy 
of the Philadelphia office of the Georgia 
Casualty. When Mr. Nealy retired from 
the company, Mr. Morris continued as 

manager. 
He will announce the personnel of the 
new branch shortly. 


APPOINTED SAFETY CHAIRMAN 

Barron G. Collier of Pocantico Hills, 
N. Y., has succeeded Major General 
John F. O’Ryan, former New York State 
transit commissioner, as chairman of the 
Bureau of Public Safety of the West- 
chester County Chamber of Commerce. 


APPOINTS BROOKLYN AGENTS 
The Great American Indemnity has 
made Andrew J. Corsa & Son its sole 
agents for casualty and surety lines in 
Brooklyn. This agency is one of the 
oldest in Brooklyn and enjoys a_ high 
reputation. 


OLD AGENCY INCORPORATED 


Arrowsmith & Co., one of the oldest 
general insurance agencies in Newark, 


incorporators named are Michael _ M. 
Chanalis, David S. Bingham and Pat- 
rick J. Maloney, all of Newark. 


ADVERTISING GETS CREDIT 

McIntosh-Rowers-West Co. of Akron, 
Ohio, representatives of the Standard 
Accident, give advertising a lot of credit 
for the $63,000 in automobile business 
which the agency wrote last year. 
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Salesmanship As Seen 
By Real Estate Men 


GOOD POINTS TO REMEMBER 


Home Study Course of American Insti- 
tute of the National Association 
of Real Estate 


It is always interesting to note selling 
points in fields other than insurance. 

The following taken from the home 
study course conducted by the American 
Real Estate Institution of the National 
Association of Real Estate shows that 
fundamental selling ideas are much the 
Same: 

When you have trouble in closing a 
sale do you blame it on your closing 
methods ? 

If you do, you’re more apt to be wrong 
than right—for most difficulties in clos- 
ing are due to a poor demonstration. Un- 
less you use “strong-arm” tactics, vou 
cannot expect your prospect to buy 


something he does not want. Yet that . 


is exactly what you are trying to do 
when you attempt to get his signature on 
the dotted line before you have aroused 
his desire. Hundreds of sales are lost 
every week because salesmen either for- 
get or neglect this fact. 

Closing is easy when you build up in 
your prospect a strong desire to get the 
advantages which will come to him 
through ownership. It is a_ perfectly 
natural consequence after you have made 
that kind of a demonstration. 


Basic Rules 


Here are a few basic rules that will 
help you make such a demonstration. 

1. Lead your prospect—don’t drive. 

2. Encourage your prospect to talk, but 
don’t let him dominate the interview, 
that’s your job. Watch what he says 
and does carefully; his words and ac- 
tions will tell you what to do next. 

3. Tell your prospect what he wants to 
know and what he should know. Don’t 
talk about obvious things, but on the 
other hand, don’t take things for granted. 
You can’t expect your prospect to see 
all the good things. 

4. Stick to the important things and 
forget the trifles. 

5. Sell one point at a time; don’t go 
on to the next point until your prospect 
is thoroughly sold on the point under 
discussion, Make sure he is sold on each 
point by securing his commitment. The 
best way to do that is by asking ques- 
tions like there: 

“That’s clear, isn’t it ?” 

“You agree that’s a very important 
feature, don’t you?” 

“You'd like that feature, wouldn’t you, 
Mr. Jones?” . 

If his answer to questions like these 
doesn’t show he is thoroughly sold on 
that point, go back and sell this point 
over again until you are sure he is com- 
pletely sold. 


a 


6. Keep your prospect’s interest alive 
by 

a. Talking from the point of view. 

b. Talking about features which appeal 
to him 

c. Presenting 
talk. 

d. Constantly emphasizing benefits, ad- 
vantages, or profits which he will 
gain. 

e. Showing how this property fits his 
needs. 

f. Injecting attention-compelling ques- 
tions and 

g. Remembering that not all the fea- 
tures you are selling are talking 
points. 

7. A talking point is a feature that 
offers your prospect some benefit, advan- 
tage, or profit. When your prospect—- 
provided he is a logical prospect—loses 
interest in what you are saying it is very 
likely due to the fact that you have 
failed to distinguish between features 
which are merely features and features 
which are genuine talking points. 

Clearly, then, features which are talk- 
ing points with one prospect may not be 
talking points with another buyer. It all 
depends on your prospect’s needs. Study 
your prospect carefully; then select those 


a well-organized sales 


features you are showing which offer him . 


some benefit, advantage, or profit and 
you have the talking points which will 
interest him and build up the desire 
which is the objective of the demonstra- 
tion. 

Prospect’s Interest 


Don’t blame lack of interest on your 
prospect; if he is a logical buyer there is 
no one to blame but yourself. Perhaps 
you have failed to distinguish between 
true talking points and mere features. 

8. Know what you are selling. Know 
it so thoroughly that you can answer any 
question or objection raised by your 
prospect. Knowledge is the basis of con- 
fidence and you can neither have con- 
fidence in what you are selling nor ex- 
pect your buyer to have confidence in 
what you say unless you know what you 
are talking about. 

9. Don’t let your prospect unsell you 
with his objections. 

10. Use simple expressions that are 
easily understood. 

11. Appeal to his imagination; help 
him visualize the benefits he will gain. 

12. Anticipate his objections; answer 
them before he gets a chance to bring 
them up. 

Keep in mind constantly that a suc- 
cessful demonstration is a logical con- 
vincing presentation of facts adapted to 
the needs of your prospect. 

Know your property thoroughly, plan 
your sales talk carefully, and have a 
positive faith in yourself and your propo- 
sition. 

Build your sales talk so that each step 
intensifies your buyer’s desire. Keep on 
selling until you feel your prospect ready 
to buy—then stop selling and start clos- 
ing. Make a good demonstration and the 
close will be easy. 
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Consult Your Agent or Broker 
As You Would Your Doctor or Broker 


In this, the thirtieth year of the U. S. F. & Gv 
it is fitting to observe that two hundred and 
seventy-eight agents have been producers of 


business for it twenty-five years or more. 
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Two hundred and Seventy-eight is a very 
great proportion of the total of agents who 
were on the rolls of the U. S&. F. & G. 


twenty-five years ago. 
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GETS MARYLAND LICENSE 


The American Bonding Co. of Balti- 
more took a definite step toward its re. 
vival as a power in the surety business 
this week when it received its license 
from the state insurance department of 
Maryland. This company will write 
fidelity and surety bonds in a conserva- 
tive fashion and it is contemplated that 
there will be a very close affiliation be- 
tween this company and Fidelity & De- 
posit, which owns it. 





SCHOOL LIABILITY INSURANCE 


Liability insurance to cover damages 
to children in New Jersey on their Way 
to and from school in school busses 
must be carried by school-bus contrac- 
tors after July 1 next, according to a 
ruling recently adopted by the State 
Board of Education. 


ENTERS FOUR MORE STATES 

lhe Great American Indemnity has 
been entered in the past fortnight in 
M aine, Connecticut, California and‘North 
Carolina. 


Kirkpatrick’s Talk 
(Continued from Page 31) 


company insurance and the value of 
agency service that there can be no 
question as to rate. Prospects sold only 
on a price basis never become clients, 
They are shoppers until some agent 
convinces them—‘sells’ them on service 
and _ confidence. 

_ “Getting the price is salesmanship. It 
is the ability that distinguishes the com- 
petent agent from an order taker a 
clerk, a messenger boy. Nothing else 
can give an agent the pride of achieve- 
ment, the satisfaction of success, the 
pleasure of prosperity and promotion of 
his own business.” 





Support Beha’s Plan 
(Continued from Page 33) 


we will fulfill our obligations under our 
pledge one hundred per cent.” 


Other Companies in Line 


“Tt is, of course, our purpose to com- 
ply with the requirements of the New 
York Insurance Commissioner,” said C, 
Sewell Weech, assistant secretary of the 
New Amsterdam Casualty Company. “To 
do so we have not had to make any 
changes in our organization for the ter- 
ritory you mention.” 

President_F. Highlands Burns, of the 
Maryland Casualty Company, also said 
that his company certainly would carry 
out the pledge as regards the top acqui- 
sition cost program. 

Che Fidelity & Deposit Company also 
put into effect the program. ; 





Texas Agent 


(Continued from Page 11) 


ental people in this locality and he took 
it up. There is hardly a business estab- 
lishment where he is not known. He 
will take one firm and work it consist- 
ently until he has sold the majority of 
the people working there a policy of 
some kind. Through such efforts he has 
worked up a good business. He has 
earned a success which is worthily de- 
served, 





RETAIL CREDIT CO. CHANGES 

L. R. Sams, manager of the Toronto 
office of the Relail Credit Co., has been 
appointed supervisor of the northwest- 
ern division of the company with head- 
quarters at Minneapolis. Mr. Sams 
graduated from the training school of 
the company in 1922 and for a short 
time did relief work. Several.years later 
he was made manager of the Toronto 
office. It has also been announced that 
R. H. Schutz,.formerly supervisor of the 
northwestern division, has been trans- 
ferred to Chicago where he succeeds 
L. S. Brooks, who has taken up super- 
visory work at the home office. 


ee ee Ee 




















{| 





ee ee) ee ee 













———— 
















































































August 20, 1926 SS acetate | UNDERWRITER ere | Page 35 
| 
General Reinsurance Corporation 
| Home Office . 
| 80 MAIDEN LANE, NEW YORK 
| 
| 
STATEMENT OF CONDITION 
| June 30, 1926. 
ASSETS LIABILITIES 
Bonds and Stocks (Market Value) 
| U.S. Government-____-_--- $1,114,798.00 Reserves for Losses and Loss 
| State, County and Municipal 580,240.00 Expenses _________-___-- $3,070,510.54 
| ee 2,007,960.00 Unearned Premium Reserve 2,328,199.46 
| Public Utilities _..________- 1,953,395.00 Commissions payable -_-__-__- 274,081.61 | 
Miscellaneous ___.._-_-___-_- 320,457.02 Reserve for Taxes and other 
RS EN cchcsew new 68,000.00 
RE bade on ctibemnatde $5,976,850.02 Voluntary Reserve _______- 172,801.03 
Cash in Banks and Office.__ 998,163.45 | 
Premiums in course of collec- Capital Stock - -$1,000,000.00 | 
tion (not over 90 days)... 817,946.15 Surplus ------- 500,000.00 | 
Accrued Interest on Bonds._ 75,376.08 | 
| | Other Admitted Assets- ---- 45,256.94 Surplus to Treatyholders_--_ 1,500,000.00 | 
| Total Admitted Assets__-$7,913,592.64 Total Liabilities -....---- $7,913,592.64 | 
| June 30, 1925, June 30, 1926, | 
| Statement Statement Gain 
| PE ee erent ner ee $5,891,688.70 $7,913,592.64 $2,021,903.94 
Net Written Premiums (6 months) ----- 1,306,554.54  2,324,567.96  1,018,013.42 
| Loss and Premium Reserves. ----------- 3,415,319.80 5,898,710.00  2,483,390.20 
| | 
| | 
| CASUALTY AND SURETY TREATY REINSURANCES | 
EXCESS AND CATASTROPHE 
| J. G. WHITE, CARL M. HANSEN, 
President. Vice-Pres.-General Manager. 
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Like Junior 
Salesmen— 





FETNA ADVERTISING 
Does Much of the 


Introductory Work 


VERY A TNA-IZER has at his 


command a large corps of “‘junior 







salesmen” to pave the way for his per- 
sonal interview. 


They won’t, of themselves alone, close 
much business, but they will point out 
the hazard and explain the applicable 
form of Aétna protection. 





Etna folders, posters, window dis- Each one carries the prestige of 
plays, newspaper advertisements, the A*tna Afhliated Companies 
theatre advertising, and all the rest and presents further evidence that 
are available to every A®tna-izer the AXtna agent is a “‘man worth 
who will put them to work. knowing.”’ 


It Certainly Pays to be an AXTNA-IZER! 


AETNA LIFE 
INSURANCE COMPANY 


and affiliated companies 


ETNA CASUALTY & SURETY COMPANY 
STANDARD FIRE INSURANCE COMPANY 
AUTOMOBILE INSURANCE COMPANY 


of Hartford, Connecticut 
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